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BALANCING ACT 


E-commerce companies are using sophisticated 
load balancing to keep customers happy. Page 60 


SECURITY CLEARANCE 


Surging demand for security staff is fueling certification 
programs. Here’s what one could mean to you. Page 68 aa 


WEB SITE MAKEOVER 


Online brokerage Ameritrade revamped its site, 
focusing on reliability and performance. Page 62 
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UCITA FIX WON'T 
HELP BIG FIRMS 


‘Mass market’ gets relief 
from remote disabling 


BY PATRICK THIBODEAU 
The group that drafted UCITA 
has backed off slightly from 


one of the more controversial 


measures in the proposed soft- 
ware-licensing law: 
self-help provision that allows 
disable 
the software they sell to users. 
But that may not be much so- 

lace to corporate users. 
At its annual meeting, which 
ended Aug. 4, the National 
UCITA, page 14 


vendors to remotely 


a so-called | 


Problem Areas 


Two states, Virginia and 
Maryland, have adopted the 

JCITA legislation so far. 
MAIN PROBLEM: CiOs say the uniform 
licensing law will give vendors the upper 
hand by setting a series of adverse de- 
fault rules in licensing contracts and by 
forcing companies to attempt to negoti 
ate better terms. 


VENDORS RULE: UCITA validates 
shrink-wrap licenses, essentially non- 
negotiable contracts that vendors use to 
limit their liability. It also enables vendors 
to set time limits, allowing for automatic 
shutoffs. 


RED-ALERT CONCERN: Security may 
be put at risk if a vendor has a back door 
into a company's system. If the license 
bans reverse-engineering, a customer 
may not be able to determine whether a 
vendor has a way into a system 


Verizon strike is a high-profile indication 
that unions want in to the New Economy 


against Verizon Communica- 
tions is the most recent high- 


BY MARIA TROMBLY 
AND KATHLEEN OHLSON 


] 


Organized labor so far hasn’t | profile indication — following 


played a significant role in | a widely publicized action last 
the New Economy, but gue Year to organize tempo- 
unions are fighting to ex- } rary workers at Micro 
} soft Corp. 
emerging sectors. union-related 
The strike bythe Com- ““"""“"" may be on the upswing 
munications Workers of Amer- ,; inthe high-tech realm. 
ica and the International Broth- Union membership has de- 
erhood of Electrical Workers | clined in recent years, from 


pand their influence into that such 


activities 


POWER BROKERS 


AMERITRADE CiO JIM DITMORE says overseas partners are key to nav- 
igating global trading. “Each of the foreign exchanges has very complex 
regulations - and interfaces,” he says 
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| access to huge, untapped 


N THE QUEST FOR OVERSEAS TRADING DOLLARS 
U.S. brokerages are forging alliances at 
a furious pace. From Argentina to Aus- 
tralia, these partnerships — enabled by 
IP, XML and other technologies — bring 
local populations the opportunity to buy U.S.- 


ORY da 


WAIC 


at technology on Wall Street, Maria Trombly 


listed stocks, either online 
or off-line. Brokerages get 


markets. Yet in our first of 


| an occasional series looking 


finds that not everyone is convinced that this 
electronic 24/7 world is quite so imminent — 
or desirable. Some claim that high-profile 
clients will take their time accepting it, and 
smaller brokerages are aghast at the disadvan- 
tage they face battling international giants 


| with ’round-the-clock service. 


Story begins on page 26. 


30% penetration in the private 


sector in the mid-1950s to less 


than 10% today, according to 
Gary Chaison, professor of in- 
dustrial relations at Clark Uni- 
Mass 


Chaison attributed the decline 


versity in Worcester, 
to a failure to confront global- 


ization in business and to an 


} 


outdated labor model that fo- 


cuses on strikes and collective 


Verizon, page 81 


ONLINE RETAILERS 
LESS MERRY IN “00 


Firms tighten purse 
strings, change priorities 


BY CAROL SLIWA 
Companies working to wrap 
up their holiday 
are finding 


retailing world than the one 


preparations 
a different online 


they found a year ago 
The investment 
ty’s chill toward dot-coms has 


communi 
forced many online-only retail- 
ers to plot more creative and 
cost-effective ways to brace for 
the December rush. Scores of 
them have been slashing their 
mass-market advertising bud- 


gets, while some struggling 
companies are also scrambling 
to partner with or 
companies that can help them 
meet their technology and ful- 
fillment needs. 

“T think the key is to spend 
smarter as opposed to spend- 
said John Williams, 


vice president of merchandis- 


acquire 


ing less,” 


ing and store development at 
Drugstore.com Inc. The Belle- 
vue, Wash., retailer, which re- 
cently raised $62.7 million via 
private placement of stock, i 
adding functionality and gift 
assortments for the holidays. 
Meanwhile, 
E-Retailers, page 16 
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OPEN SAN SOFTWARE SOLUTIONS FROM COMPAQ. 
BET YOU WEREN’T EXPECTING THAT, HUH? 


Watch out! Here comes Compaq SANworks: When the number one storage system 


provider and a leader in SAN solutions applies its open-computing expertise 
to create open storage solutions, you have to sit up and take notice. 
Ready for more? See www.compaq.com/sanworks 
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WELL-WIRED 
SUMMER CAMPERS 


Summer technology camps for teens aren't 
new. What is new is the combination of 
technology and business in the curriculum, 
such as Bentley College’s new “Get Wired, 
Get Hired” program. We spent a few days 
with the young women who attended the 
business school, to learn what this trend 
means for future IT workers. 

Page 44. 
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OWARMING AHEAD 


An experimental program called Swarm lets social and 
natural scientists model a changing world. Page 59 
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BUSINESS 


TECHNOLOGY = 


4 ID THEFT CAUSES the 36 
health industry to weigh pri- 
vacy concerns against the need 
for access to life-or-death data. 
: 37 


6 VERISIGN SERVICE screens 


for fraudulent credit-card pur- 
chases at the sales counter. 


8 IBM MAKES Linux 


integral part of its Unix strate 


a more 


gy with its soon-to-be-released 
AIX 5L. 


REALIGNMENT IS AIMED 
at changing Wall Street’s view 
of Computer Associates, say 
analysts. 


DELEGATES PLAN to use 


collaboration software to coor- 
dinate activities during the De- 
mocratic National Convention. 


DAIMLERCHRYSLER an- 


nounces FastCar, a Web-based 
infrastructure that links design, 
production and marketing. 


16 AMAZON.COM TEAMS 


with Toysrus.com to launch toy 
and baby product Web sites. 


20 ASSOCIATION OFFERS 
seal of approval for banks to 
protect against fraud from fake 
bank sites. 


SCO CHIEF Doug Michels 


talks to Computerworld about 
his company’s future. 

MORE 

Editorial Letters 
How to Contact CW .... 
Shark ‘Tank 
Stock Ticker 


CONSTRUCTION FINDS 


savings with an industry-specif- 
ic application service provider. 


DOUBLECLICK STRIKES 


a deal with the Clinton admin 
istration and other top network 
advertisers to implement guide- 
lines regarding Web privacy. 
WORKSTYLES 
ELVIS-PRESLEY.COM went 
live with its revamped site for 
the 23rd anniversary of the 
King’s death. Find out what it 
was like to work on the project. 


VSPs PUT a new spin on the 
application service provider 
model by providing services 
for specific vertical industries 


BUSINESSES GET office 


home and cell phone service, 
as well as e-mail and faxes, all 
through one number, thanks to 
new service providers. 
QUICKSTUDY 

providers sell subscription 
services to help IT managers 
monitor Web operations. 


£298 re MERLE ©. 


)PINIONS 


MARK HALL argues that spam 
may be irritating but it’s wrong 
to censor it without debate. 


DON TENNANT says Ray 


Lane’s recent departure as 
president of Oracle ends a 
clash of egos between Lane 
and CEO Larry Ellison. 


52 ENTERPRISES ARE looking 


for better ways to search, find 
and mind content in many for 
mats and on various sites. 
JRi OURNAL 
56 OUR SECURITY MANAGER 

ponders whether a potential 
attack warrants extreme mea- 
sures or if the risk is hyped. 


QUICKSTUDY 

58 LEARN ABOUT digital cer- 
tificates — data files used to 
establish identities and elec 
tronic assets on the Internet. 


60 E-COMMERCE companies 
are turning to sophisticated 
load balancing, spreading traf- 
fic over multiple servers to 
serve their customers faster. 


62 AMERITRADE implements 
a plan to improve its site’s 
performance. 

EMERGING COMPANIES 

66 ORDERFUSION IS banking 
on the success of its software 
suite, which helps e-commerce 
firms track orders and serve 
clients. 


AIOE AR RRA a AMELIA AO PE RI 


a therapist, writes of technol- 
ogy’s blessings and curses. 


32 DAVID FOOTE says he be- 
lieves the next president must 
update the nation’s labor laws 
to reflect the Information Age. 


32 THORNTON MAY says that 
of all the networks a CIO deals 
with, there’s none more impor- 
tant than the “human network.” 


w [his week in Computer- 
wor!d.com’s Windows 2000 
section, Gartner Group's Mike 
Silver offers tips to companies 
that are thinking of migrating 
to Win 2k 


@ In the Security Watch pages 
the ACLU’s Barry Steinhardt 
takes aim at the BI, saying the 
Carnivore e-mail surveillance 
program “should be caged.” 
gs Check out Computerworld’s 
»nline Windows 2000, security 
ai e-commerce forums. 


in the wake of problems at 
online retailers, federal reg 
ulations are the only way to 
help protect consumers. 


38 PETER G. W. KEEN says 


IT has it together in terms of 
where it’s going with platform 
technology. 


82 FRANK HAYES says anti- 


spam group MAPS may act like 
a gang of vigilantes, but for 


Company Index .... 


29 TIMOTHY C. HOFFMAN, 


36 KEVIN FOGARTY writes that 


now, companies have to cope. 
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Verizon Strike Hasn't 
Hurt Firms So Far 


The strike by 87,000 Verizon Com- 
munications employees hadn’t had 
a demonstrable impact on corporate 
customers as of late last week. 
Typical of the comments made by 
information technology executives 
contacted by Computerworld, Caro- 
lyn Sitkiewicz, director of IT com- 
munications at Allstate Insurance 
Co. in Northbrook, !li., said that 
while her company hadn't been af- 
fected, Allstate has a lot of long- 
term projects that involve Verizon, 
so she’s watching the situation 
closely. 

Meanwhile, Verizon announced 
an $800 million cash deal to merge 
its Digital Subscriber Line business 
with San Francisco-based North- 
Point Communications Group Inc. 
Analysts faulted the timing. “They're 
pleading poverty and [claim] they 
can’t pay their employees another 
penny. Then they go out and buy an- 
other firm for $800 million in cash,” 
said Carl Garland, an analyst at 
Current Analysis Inc. in Reston, Va. 
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Win 2k for Data Center 


Microsoft Corp. last week an- 
nounced that it’s releasing the data 
center version of Windows 2000 to 
manufacturing, a move that sets the 
stage for a iaunch of the enterprise- 
level operating system next month. 
Microsoft also said Round Rock, 
Texas-based Dell Computer Corp., 
Hewlett-Packard Co., IBM and Blue 
Bell, Pa.-based Unisys Corp. have 
signed on to sell the Windows 2000 
Datacenter Server software on their 
systems. Those companies join 
Compaq Computer Corp. as certi- 
fied resellers of the data center re- 
lease. Microsoft said it expects to 
have other vendors on board in time 
for the scheduled Sept. 26 launch 
of the software in San Francisco. 


Corrections 


w Our July 31 cover story 
misidentified the CIO of MGM 
Studios. His name is Kim 
Spenchiar 


@ In “Oblix: Making It Easier to 
Manage User Rights” [Page 72 
July 24], the price for NetPoint 
was incorrect. NetPoint is $50 
per user, with volume dis 
counts available 


NEWS 


Kaiser E-Mail Glitch 
Leaks Private Info 


Hundreds of patients’ personal 
information sent to wrong addresses 


BY MEGHAN HOLOHAN 
AISER Permanente, 
one of the nation’s 
largest health care 
providers, has con 
firmed that a 20- 

minute computer glitch earlier 

this month caused e-mail mes- 
sages containing personal in 
about hundreds of 


be sent to the 


formation 
its members to 
wrong recipients. 


On Aug. 2, a batch of 


Health Care In 


858 


Data theft at 
cancer institute 
highlights concerns 


BY JULEKHA DASH 

Health care officials said al 
leged data theft last week at a 
leading cancer center in Bos- 
ton highlights the security is- 
sues the industry faces. 

But experts also said infor- 
mation technology leaders 
face the daunting task of bal- 
ancing the need for patient pri- 
vacy in an industry where the 
flow of information can literal- 
ly affect the lives of their cus- 
tomers. Moreover, security at 
health care organizations will 
come under increased scrutiny 
in coming months as federal 
agencies review regulations 
that require health organiza 
tions to protect the security 
and privacy of electronic infor- 
mation 

Officials at the Boston-based 
Dana-Farber Institute 
alleged last week that tempo 
Marlene Honore 
stole personal data, including 
the Social Security numbers 


Cancer 


rary worker 


and addresses of at least 23 pa- 
tients. In her work as a data 
entry clerk, Honore had access 
to computer files, though the 
administra- 


information was 


e-mail messages containing 


sensitive information — such 
as advice about illnesses from 
an online advice and 
patient 


numbers 


nurse 
users’ identification 
was sent to 19 


e-mail addresses of other 
Kaiser members. 

According to Kaiser senior 
vice president and CIO Tim 
Sullivan, the problem started 
when the e-mail that was sup 


posed to have been sent in- 


ustry Looks at 


tive, not medical, according to 
Dana-Farber spokesman Steve 
Singer. 

The investigation prompted 
officials at Dana-Farber to 
perform criminal background 
checks of temporary workers 
and review data access poli- 
although they haven't 
their 


cles, 


decided how informa 
tion security procedures will 


change, said Singer. 


No Background Check 


Alan Paller, director of re 
search at the SANS Institute in 
Bethesda, Md., said that while 
organizations across all indus- 
tries rely increasingly on tem 
workers, they don't 
perform background 
checks on them. 


“Pedophiles often get a job 


porary 
often 


in an elementary school. If 
you're a data thief, the easiest 
thing is to get a job as a temp. 
It’s a lot easier than breaking in 
from the outside,” said Paller. 

But preventing situations 
like the one at Dana-Farber is 
difficult because many people 
in a health care organization 
have legitimate access to infor 
mation, according to Mitchell 
Morris, senior vice president 
and CIO at the University of 
Texas M.D. Anderson Cancer 
Center, one of the nation’s top 
cancer facilities. 


In addition to temporary 


advertently got backlogged. 
Meanwhile, a Kaiser employee 
had written a script to have 
e-mail sent to 19 other recipi 
ents, and the that 
hadn’t been sent the first time 
were mistakenly sent to those 


messages 


addresses. Twenty minutes lat- 
er, the Kaiser worker discov- 
ered the problem and had the 
e-mails stopped. 

Most of the e-mail included 
patient identification numbers 
that provide access to Kaiser’s 
online services and informa- 
tion on appointments, said a 
spokeswoman for the Oakland, 
Calif., health care organization. 


ecurity Risks 


workers, health care providers 
rely on volunteers, 


whom also have access to 
patient data. 

The case at Dana-Farber 
comes at a time when health 
care organizations “are putting 
more money in beefing up 
their information systems” to 
address security issues, said 
William Gillespie, CIO at Well- 
Span Health, a not-for-profit 
integrated delivery network in 


York, Pa. That’s because the in- 


MITCHELL MORRIS, CIO of the 
M. D. Anderson Cancer Center, 
says IT leaders must balance 
privacy and health care 


dustry is awaiting federal legis- 
lation that would demand that 
health 


officials pay fines or 


even possibly face jail time if 


they don’t adequately safe- 
guard patient information. 

The challenge for IT leaders 
preparing for the legislation is 
to strike a balance between 
safeguarding privacy and en- 


suring that security measures 


some of 
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Many 


dresses were so overloaded by 


of the 19 e-mail ad 


the huge files that their owners 
couldn’t open those messages. 
Most of the members who did 
open the messages didn’t read 
them after realizing the infor- 
mation didn’t pertain to them, 
Marshall said. She said most of 
the 19 recipients contacted 
Kaiser when they received the 
numerous messages. 


Informing the Users 

Most of the 858 users affect- 
ed by the glitch have been 
reached by phone and_in- 
formed of the error, according 
to the spokeswoman. 

She added that Kaiser has 
offered to change the patient 
identification numbers of any 
members who fear that their 
confidentiality was compro- 
mised, but most people haven't 
asked to have their numbers 
changed. D 


are flexible enough so that 
caregivers aren't denied access 
to information in a life or death 
situation, said Morris. 

M.D. Anderson uses home- 
grown software to store the 
most sensitive of patient data. 

This enables the organiza- 
tion to add various levels of se- 
curity so that employees can 
access only the information 
that they need to know. Morris 
said leading health care ven- 
dors’ applications aren’t yet so- 
phisticated enough to provide 
such flexibility, though some 
can provide an audit trail of 
users who have accessed sensi- 
tive information. 


| A Closer Look 


Under the Health Insurance 
Portability and Accountability 
Act (HIPAA) — 
Congress in 1996 but not to be 
fully implemented until the 
U.S. Department of Health and 
Human Services outlines rules 
for its enforcement over the 
next few months — IT’s role in 


passed by 


protecting patient privacy will 
involve paying closer attention 
to addressing procedural is- 
sues, rather than technology, 
said health care experts. 

According to Frank Mac 
Donald, a senior manager at 
First Consulting Group in 
Long Beach, Calif., HIPAA reg- 
ulations will likely require that 
hospitals have a chief secur- 
ity officer, as well as a discipli- 
nary policy to address privacy 
breaches. D 





When it Comes To Security, 
Only eTrust Can 
Protect You Like This. 


aT 


Unfortunately, in the 
Web-enabled, security has taken a back seat 


race to become And eTrust can be im 


time or all at once 
And since eTrust 


TNG® Framework 


eBusiness management 


IT managers often give themselves a false sense 
of security with a standalone or partial security 
solution. They forget that eCompanies need an 
needs cn 


integrated and comprehensive security solution and your 


that provides best-of-breed functionality 


eTrust Enables eBusiness 


elrust™ provides all the security solutions an 
eBusiness needs 

COMPREHENSIVE — From the browser to the 
mainframe, ensuring complete security in today’s 
highly complex environments 

BEST-OF-BREED — eTrust solutions offer 
best-of-breed functionality across the board 
INTEGRATED— All eTrust solutions are 
designed and built to work together seamlessly 
EASY — elrust solutions are easy to use 


proven solution you can trust 


Without Bullet-Proot Security, Successful 
eBusiness Is Impossible 


The only thing bigger than the opportunity that 
comes with putting your business on the Web is 
all the risk that goes with it 

Undetected attacks can strike at any time 
from anywhere, in a variety of forms. Most sites 
can’t even track every attempt. And new threats 
are developed every day, all over the world. 

Without the right protection, eCompanies risk 
losing everything: data, customers, revenue, 
and more 


A Simple Solution To Your Most 
Complicated Challenge 


Online business through eCommerce, corporate 
intranets, partner-to-partner transactions on 
extranets and websites, all need to be secured. 
Protecting the integrity and availability of intranet 
information is critical to all organizations 
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Software superior by design 
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deploy, and administer, ensuring any environment 


is secured quickly and correctly 


MISSION-CRITICAL — efrust solutions offer the 


scalability, depth 
and robustness aT] 
fast-growing and ST te 
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eTrust ls Trustworthy 


eTrust is not only backed by the worl 


security software company,” it is also comple 
mented by a complete set of outcome-based 
service Offerings. CA Services” 
to make sure your implementation is fast and 
trouble-free 

lf your company is making the difficult transition 
to an eBusiness, you owe it to yourself to find 
out more about the security solution more 
eBusinesses trust 


successful 
eBusinesses need 


eTrust is Open 
And Extensible 


elrust allows you 
to leverage exist- 
ing investments in 
security solutions 
— you will never 
have to start over 
or convert anything 


For more information, 
Call 1-800-377-5327, or visit 


www.ca.com solutions enterprise etrust/ 


elrust 


Backed By The «1 Security Software Company 
Proteci Detect Enable 


2ferenced herein belong to their respective companies. 
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Netscape Flaw Leaves Files, 
Directories Open to Hackers 


But filtering software, firewalls offer some protection, analysts say 


BY JAIKUMAR VIJAYAN 
RECENTLY discov 
ered flaw in Net 
scape Commu 
nications Corp.’s 
Internet browser 


software could let malicious 
hackers retrieve and view any 
directory or locally stored file 
ona victim's computer. 

But corporations using basic 
security measures such as fil 
tering software and properly 
configured firewalls should 
have at least some measure of 
protection against the flaw, 
security analysts said. 

rhe problem results when a 
certain function of Sun Micro- 
systems Inc.’s Java core is com- 
vulnerability in 


bined with a 


Netscape’s implementation of 


Java that allows applets to ac 
David 


an analyst at iDefense 


local files, said 
Endler, 


Intelligence Services, an Inter- 


cess 


1et security services firm in 
Fairfax, Va 

An attacker could exploit 
the hole by creating a mali- 
cious Web site that invisibly 
loads a Java applet on a visiting 
user’s computer, according to 
an alert from iDefense. 

The applet 
server on the 


Web 
system 


Starts a 
user’s 
that allows anyone to connect 
to it and view locally stored 
files and directories, the advi 
sory added 


“In theory, you can make 


public entire directories of a 


victim’s computer,” Endler said. 
“It’s sort of like a poor man’s 
Napster.” 

An exploit taking advantage 
of the flaw was posted Aug. 4 
by Daniel Brumleve, a pro 
grammer in Silicon Valley who 
discovered the flaw. 

In examples posted on his 
Web 
strated how the vulnerability 


site, Brumleve demon- 


nicknamed Brown Orifice 

could be exploited to allow 
others to view and retrieve 
files without any warning. 

In worst-case scenarios, at 
tackers could use this method 
to steal passwords, user names 
and the entire contents of files, 
said Chris Rouland, director of 
the X-Force team of security 
Internet Security 
Systems Inc. in Atlanta. 


analysts at 


Microsoft's Stinger Adds to 


New smart phone 
part of company’s 
handheld strategy 


BY MARK HALL 

Microsoft Corp. lifted the cur 
tain a bit last week on new soft- 
ware for smart phones that to- 
gether with the company’s 
wireless server platform could 
prove popular with information 
technology managers looking 
for application integration. But 
the company’s approach won't 
solve IT’s biggest roadblock to 
wireless deploy- 
ment: limited bandwidth. 


application 


Integration will be critical if 


Microsoft is to lift itself from 
its underdog status in the 
wireless arena, according to 


VeriSign Launches Flat-Fee 
Fraud-Screening Service 


BY ANN HARRISON 
Online merchants are liable for 
hundred of millions of dollars 
worth of fraudulent purchases 
each year, but few flat-fee pay- 
ment services screen for cred- 
it-card fraud 
purchase. 
Mountain View, Calif.-based 
VeriSign Inc. this month 
launched a new flat-rate fraud- 
screening service that detects 


at the point of 


bogus charges in real time 
while processing payments. 
“The innovative thing is pric- 
ing,” said Joseph Marino, an an- 
alyst at Current Analysis Inc. in 
Sterling, Va. “Payment fees are 
commoditized, and payment 
companies realize they can’t be 
viable unless they offer fraud 
screening. This puts downward 
pressure on payment costs.” 
VeriSign’s Payflow Fraud 


Pe 
Stinger’s 
Fine Points 


Microsoft’s approach to smart 
phones: 
# Stinger includes the Windows CE 


operating environment, adapted for 
smaller devices and screens. 


alt provides full access to the Web. 


= Carriers selling Stinger-based devices 
can brand the user interface, encour- 
aging broader distribution in a market 
where Microsoft is an “underdog.” 


Elliott Hamilton, an analyst 
at Washington-based Strategis 
Group Inc. 

Most analysts put the com- 
pany’s market share at around 
10% for wireless handhelds. 


Screen service is based on the 
eFalcon fraud-scoring technol- 
ogy developed by HNC Soft- 
ware Inc. in San Diego. The 
eFalcon technology has been 
for 10 protect 
credit-card holders when mak- 
ing off-line purchases. Payflow 


used years to 


has been integrated with Veri- 
Sign’s Payment Services, per- 
mitting merchants to complete 
authorization and fraud evalu- 
ation on Internet credit-card 
purchases with one request. 
Merchants using VeriSign’s 
Payflow Pro payment service 


are charged a monthly fee of 


$59.95 for as many as 5,000 
transactions per month. The 


The Brown Orifice exploit 
— the code for which can be 

downloaded from Brumleve’s 
Web site (www.brumleve.com 
BrownOrifice/) — was a 
“proof-of-concept” code de- 
signed to show how “Net- 
scape’s Java engine violates 
Java’s ‘sandbox’ rules,” which 
prevent applets from touching 
the host system’s operating 
system, Rouland said. 

But users will first need to 
voluntarily visit malicious Web 
sites or click on e-mailed links 
to a malicious site to be ex- 


ireless Buzz 


Last week, Microsoft demon- 
strated a prototype smart phone 
from a development project 
called Stinger. It has a larger- 
than-normal cell-phone color 
screen for displaying text and 
images, a Web browser and ap- 
plications, such as a mobile 
version of Microsoft Outlook 
that will enable users to syn- 
chronize data between mobile 
devices and servers. That syn- 
chronization will occur via 
AirStream, the company’s code 
name for its middleware that 
translates server-based appli- 
cations into a format viewable 
by wireless devices. 

Samsung Electronics Co. in 
Seoul, South Korea, will intro- 
duce a line of Stinger-based 
smart phones in North Ameri- 
ca next year. 


Payflow Fraud Screen costs 
$39.95 per month at the same 
transaction The 
bined package sells for $100 


per month. Additional transac- 


rate. com- 


tions are 15 cents each. 

Marino noted that a number 
of companies, including Cyber- 
Cash Inc. in Reston, Va., and 
Equifax Inc. in Atlanta, have re- 
cently partnered with HNC for 
use of the eFalcon technology. 
But the Payflow pricing should 
give competitors pause, he said. 

“Anyone else who has part- 
nered with HNC should be up 
in arms and should go and 
renegotiate their contracts,” 
Marino said. D 
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. . 
Quick Fix 
Users can protect themselves 


from the vulnerability by dis- 
abling Java. Here’s how: 


Go to Edit menu on 
the browser 


2) Click on Preferences 
3) Choose Advanced option 


4) Click on Enable Java op- 
tion to remove check 
mark against the option 


posed to the vulnerability, said 
Andrew Weinstein, a spokes- 
man for America Online Inc., 
which owns Netscape. 

Weinstein said Netscape is 
working on a patch that will fix 
the hole. D 


Vince Borrego, an IT manag- 
er at San Carlos, Calif.-based 
Epocrates Inc., a health care 
start-up, said he’s frustrated 
that his Palm 
handhelds and Nextel Com- 
munications Inc. cell phones 
can’t synchronize Outlook data 
with his Microsoft Exchange 


wireless Inc. 


back end. If Stinger devices 
and AirStream solve this prob- 
lem, he said, “it would be very 
wonderful.” 

Jeff Misenti, director of Inter- 
net application development at 
Suretrade Inc., a financial ser- 
vices company that provides 
wireless access for its custo- 
mers, Lincoln, R.L- 
based firm would embrace Mi- 
crosoft’s approach because his 


said his 


users access data from all kinds 
of wireless devices. 

Consumers will still 
variety of client devices, but 
corporate users might adopt 
Microsoft-branded clients as a 
standard, said Sergey Fradkov, 
chief technology officer at 
W-Trade Technologies Inc. in 
New York. 

Hamilton agreed. “[Micro- 
soft’s] an underdog in the wire- 
less field now,” he said. “But if 


use a 


they leverage integration with 
the desktop, it'll help them 
with large companies.” 
Fradkov said Microsoft has 
been designing devices that re- 
quire more memory, use color 
screens and include features 
such as MP3 playback, all of 
which add to the cost of a 
handheld device. D 
James Niccolai and Ashlee 
Vance of the IDG News Service 
contributed to this report. 
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Microsoft Names 
Head of Net Group 


Microsoft Corp. launched its .Net 
division last week and announced 
that Bob Muglia will head the .Net 
services unit as group vice presi- 
dent. Muglia will focus on the devel- 
opment of software, subscription 
services and interface design for 
the .Net division, Microsoft said in a 
statement. The .Net services divi- 
sion will be part of the new personal 
services and devices group headed 
by Rick Belluzzo, Microsoft said. 


Bluefly May Sell 


New York-based online retailer 
Bluefly inc. last week posted sub- 
stantial revenue increases but an- 
nounced that it is low on cash and 
might look for buyers. Bluefly, 
which bills itself as “the outlet store 
in your home,” posted a loss of 
$5.3 million for the second quarter. 
The company has engaged New 
York-based Credit Suisse First 
Boston Corp. as a financial adviser 
and has formed an internal commit- 
tee to evaluate three options for its 
future: raising more money, fash- 
ioning new partnerships or selling 
out. 


owe . 


Convenient Connection 


Leveraging the technical muscle of 
corporate parent Oracle Corp., 
e-Travel Inc. has released a slate of 
Web-enabled services that add trav- 
el management capabilities to pur- 
chasing, human resources and oth- 
er back-office functions. While 
e-Travel doesn’t have the market 
share of competitors such as Sabre 
BTS or GetThere Inc., its latest ser- 
vices are taking business-to-busi- 
ness travel technology to a new lev- 
el, said Kate Rice, an analyst at 
Sherman, Conn.-based online travel 
research firm PhoCusWright Inc. 


cme 


ou Can Be a Registrar 


The Internet Corporation for 
Assigned Names and Numbers 
(ICANN) will start accepting appli- 
cations for companies that want to 
become domain-name registries on 
Sept. 5. The registries will manage 
the new top-level domains that are 
under consideration, such as .biz, 
.firm, .ecom and .union. ICANN is 
charging a $50,000 application fee. 


NEWS 


IBM OS ‘Targets Intel 


Market, Linux Users 


AIX gets performance boost, Linux support 


BY JAIKUMAR VIJAYAN 
BM IS MAKING integra- 
tion with Linux a top 
priority in its evolving 
strategy to push AIX 
Unix into the Intel Corp. 

market, the company said. 

IBM this fall will release AIX 
SL, a freshly minted and re- 
named version of 
the AIX operating 
system, combining 
extensive Linux 
with 
formance-boosting 


support per- 
features (see chart 
at right) designed 
to appeal to IBM’s 
high-end customer 
base. 
The 
system will be the 
AIX 
capable of running 
on both IBM Pow 
systems 


operating 


first version _ availability 


er-based 
and on Intel’s up- 
coming IA-64 ar- 


Pnecaoce 
Unix Gets 
A Lift 


Key high-end enhance- 
ments in AIX SL: 

= 64-bit kernel 

# Enhanced TCP/IP 


= Multipath routing for 
higher bandwidth or high 


# Enhanced workload man- 
agement software that al- 
lows administrators to give 
priority to Web-serving ap- 
plications and resources 


chitecture, according to IBM. 
This will give existing Pow 
er-based AIX 
hardware platform on which to 
run their applications. It will 
also give Linux users a way to 
combine | their 
with the high-end scalability 
and availability of AIX, said 
Dave Turek, a vice 
president at IBM. 
Linux 
on AIX SI 


clude 


users another 


applications 


support 
will in- 
source-code 
compatibility and 
a Linux “build- 
time” 
ment, 
and that 
provide a Linux 
“look and feel” de- 


environ- 
with 
utilities 


tools 


envi- 
AIX, 


velopment 
ronment on 
IBM said. 
Linux 
tion programming 
interfaces will be 


applica 


rehosted and opti 


LinuxWorld: Hardware 
Vendors Make Their Move 


Big open-source 
push expected 


BY DOMINIQUE DECKMYN 

Linux will receive another ma- 
jor boost this week as several 
key hardware vendors step up 
their the 
system at 


support for open 
source 
Linux World in San Jose. 

Hardware vendors will dom- 
inate the show, with Dell Com- 
puter Corp.’s Michael Dell de- 
livering the opening keynote 
address and IBM, Hewlett- 
Packard Co, and Sunnyvale, 
Calif.-based VA Linux Systems 
Inc. all expected to make major 
announcements. 

While IBM and, to a lesser 
extent, Dell have increasingly 
been profiling themselves as 


operating 


Linux players over the past two 


years, HP’s support has been 
more low-key. That’s expected 
to change this week, as compa- 
ny makes a major commitment 
to supporting the operating 
system across virtually all its 
product lines. 

HP will ship a developer re- 
lease of Linux for its HP 9000 
servers and demonstrate some 
key software tools from its pro- 
prietary HP-UX environment 
running on Linux. 


Software Vendors’ Strategies 

In what many may be 
one of LinuxWorld’s most sig- 
nificant news items, VA Linux 
is expected to announce today 
a new service to preinstall ap- 
plications on Linux systems. 

While IBM, HP and VA Lin- 
ux can use Linux to boost hard- 
ware without 


say 


sales, vendors 


hardware businesses are ex- 


mized for AIX, while standard 
AIX libraries will be enhanced 
to support Linux. Linux appli- 
cations on IA-64-based 
tems will be able to run on IA- 
64-based AIX 5L systems with 
a simple recompilation of the 
source code, according to IBM. 


AIX/Linux Link 


This integration will make it 
easier for users to link AIX and 
Linux applications, said Bill 
Claybrook, an analyst at Ab 
erdeen Group Inc. in Boston. 

“What they are trying to do 
is make the case that applica- 
tions can flow freely between 
AIX and Linux,” at least on IA- 
64 platforms, Claybrook said. 

In addition, major system 
vendors such as Unisys Corp. 
in Blue Bell, Pa., and Bull HN 
Information Systems Inc. in 
Brighton, Mass., will ship sys- 
tems running AIX SL on IA-64 
architecture when it becomes 


sys- 


available, Turek said. 

IBM’s moves are as much a 
testimony to its efforts to move 
AIX to mass-volume Intel plat- 
forms as they are to the grow- 


perimenting with other busi- 
ness models in order to cash in 
on the success of open-source 
software. 

“Many people have down- 
loaded our software [for free], 
and we'll never even hear from 
them,” said Jim Capp, presi- 
dent and CEO of Harrisburg, 
Pa.-based Anteil Inc., which is 
demonstrating its open-source 
relationship 
agement software at the show. 

Like San Mateo, Calif.-based 
OpenSales Inc., which is show- 
casing its open-source e-com- 


customer man- 


merce server, Anteil plans to 
give away software to boost its 
user base and then make mon- 
ey selling customization and 
systems integration services. 

The show may see the re- 
emergence of the open-source 
operating system as a credible 
contender for the desktop. 
Palo Alto, Calif-based Eazel 
Inc. will demonstrate its new 
desktop environment and on- 
line system update service for 
Linux. 

In addition, Sun Microsys- 
tems Inc. will showcase Star- 
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ing popularity of Linux, said 
Brad Day an analyst at Giga In- 
formation Group Inc. in Cam- 
bridge, Mass. 

During the past two years, 
IBM has been working with 
The Santa Cruz Operation Inc. 
in Santa Cruz, Calif, and Se- 
quent Computer Systems Inc. 
— now owned by IBM — to de- 
velop an AIX version for Intel. 

“AIX 5L is the end result of 
that effort,” Day said. 

“What we are seeing here is 
the realization that Linux is re- 
ally beginning to take root ina 
very manner,” said 
Joyce Becknell, an Aberdeen 
analyst. “It’s about IBM trying 
to extend AIX market share.” 

“Anything that enhances AIX 
share can only be a good thing” 
for users, said Bob Venable, 
manager of enterprise systems 
at Blue Cross/Blue Shield of 
Tennessee. 

As a longtime user of AIX, 
Venable he says he’s more in- 
terested in some of the new 
high-end functionality in AIX 
5L — such as its support for 
more processors and its ability 
to partition workloads — than 
he is in the new Linux support. 

“AIX has excellent reliability 
and performance. 
are the features we are most in- 
terested in” for the moment, 
Venable said. D 


lucrative 


Those 


Office, its productivity suite for 
Linux, Windows and Unix. 

“The combination of Eazel, 
StarOffice and some 
tools would make laptops run- 
ning Linux really attractive,” 
said Bill Claybrook, an analyst 
at Aberdeen Group Inc. in 
Boston. DB 


other 


LinuxWorld 
Highlights 


ws VA Linux: Configurable software pre 
install for Linux systems 


| w IBM: Linux running on hardware ranging 


from a wristwatch to an S/390 mainframe 


| w HP: Major commitment to Linux on com- 


mercial Intel-based systems; developer edi- 
tion of Linux for PA/RISC 

@ Inprise Corp./Borland: Kylix, the Linux 
port of its Delphi and C++ development 
tools 


ud 
ing a contact manager and desktop publish 
ing tool and its own Linux distribution 


w Caldera Systems Inc: Introduction of 
Cosmos system management tool: beta 
due in the fall 





infortmation 


Everyone is always talking about getting to your 
information. “Complete access,” “Total access,” 
“Accessibility,” well our response to that is this: If 
your information system doesn’t allow you to also 
input and work with your data, how currert can it 
be? At DataChannel, our enterprise solutions not only 
give you anywhere, anytime, on any device access, 
but also let you input and update your data as well, so 
your information is always current. Gee. Imagine that. 


needs to travel in more than just one direction. 


if you'd like to access more valuable nuggets of 
information about DataChannel like how we employ 
some of the top XML developers in the world. Or 
how we've joined forces with ISOGEN to form the 
largest XML-based portal solutions company in the 
marketplace today. And in doing so created a totally 
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input this web address: www.B2A.DataChannel.com. 
That should get you pointed in the right direction. 
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, NEWS 


CA Aj . ad dent and Chief Operating Offi- 
ims 0 Mmpress nves ors t a e up cer Sanjay Kumar was named 
to the post. Wang will continue 

BY JAIKUMAR VIJAYAN stoking Wall Street’s tepid in- In a widely expected move, | as chairman of the company. 


The corporate realignment at | terest in the firm than at initi- | CA last week announced that Islandia, N-Y.-based CA also | 


Computer Associates Interna ating sweeping changes on the | founder Charles Wang was | announced plans to spin off | 


tional Inc. was aimed more at | customer front, analysts said. stepping down as CEO. Presi- | some of its software and ser- 
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vices business into indepen- 
dent companies. 

The first unit being spun off 
will be called iCan-ASP Inc. It 
will be aimed at providing soft- 
ware technologies for applica- 
tion service providers. CA also 
announced plans to sell some 


| of its desktop technologies but 
gave no deadlines. 


The moves came a few 
weeks after CA announced a 
69% plunge in profits for its 
latest quarter and were seen by 
analysts as an attempt to bol- 


| ster Wall Street’s confidence in 
the firm. 


“This reorganization is at 
least in part being driven by a 
feeling that CA’s stock price 
does not reflect the true value 


| of the company,” said Michael 


Dortch, an analyst at Robert 
Frances Group in Westport, 
Conn. 
Spinning off 
some of its busi- 
nesses into inde- 
pendent units will 
give the company 


| a new way of “ex- 


tracting that val- 
ue,” Dortch said. 


EN NEI OTE 


“IT think they SANJAY KUMAR is | 


want people in  thenew CEO atCA 


the investment 

community to know they have 
a plan in place to increase 
shareholder value,” said Paul 
Rodriguez, managing director 
at New York-based C. E. Unter- 
berg, Towbin. 

“But I was hoping they 
would get a little more aggres- 
sive” in terms of spinning off 
more business units, Rodri- 


| guez added. 


Kumar is taking the helm as 
$6 billion CA attempts to shrug 
off the consequences of de- 
layed mainframe software con- 
tracts and weak sales in Eu- 
rope. Those resulted in first- 
quarter profits dropping to $84 
million from $272 million a 
year ago. 

Despite the fall in profits, 
analysts said they don’t believe 


| that CA is in any financial 
| trouble yet. Instead, the com- 


pany’s real challenge will be to 
shake its image as a vendor of 
just mainframe technologies, 
Dortch said. 

CA sells a wide range of soft- 
ware, including security and 
customer relationship man- 
agement technologies, but it’s 
still mostly known for its en- 
terprise products. 

“They could definitely lever- 
age their product lines better,” 
Rodriguez said. “But I think 


| they are working on it.” D 
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Former PepsiCo CI0 
Resurfaces at Feld 


Former PepsiCo Inc. CIO Steve 
Schuckenbrock has joined The 
Feld Group as managing partner of 
client services. In his new position, 
Schuckenbrock, who left PepsiCo 
last month, will oversee all of the 
Dallas-based technology manage- 
ment firm's revenue-generating op- 
erations. Among other things, Feid 
Group places temporary CIOs and 
technology teams at companies 
ranging from electronic-business 
start-ups to Fortune 1,000 firms. 


AOL Shuts Down 
MP3 Search Engine 


America Online Inc. last week shut 
down the MP3 file search engine on 
its Nullsoft Winamp music player 
site, which enabled its users to 
search the Internet for music. “The 
search came down because we saw 
that we don't have an efficient way 
to distinguish between legal and il- 
legal MP3s,” said Jay Whitney, an 
AOL spokesman. He denied, howev- 
er, that the move resulted from 
pressure from New York-based 
Time Warner Inc. AOL is planning a 
merger with Time Warner, which 
has a music unit and is suing sever- 
ai MP3 file-sharing companies, in- 
cluding the controversial Napster 
Inc. search program that’s under le- 
gal assault by the music industry for 
similarly failing to distinguish be- 
tween legal and pirated music. 


Short Takes 


DELL COMPUTER CORP. in Round 
Rock, Texas, reported $603 million 
in profits for the second quarter, 
ended last month, compared with 
$507 million for the same period a 
year ago. Sales totaled $7.67 billion 
for the second quarter, up from $6.1 
billion last year... . ADOBE SYS- 
TEMS INC. in San Jose filed suit 
against MACROMEDIA INC. in San 
Francisco for patent infringement. 
Adobe has alleged that Macromedia 
infringed on its tabbed-palette 
patent. ... SUN MICROSYSTEMS 
INC. will have to wait a little longer 
to find out when its Java lawsuit 
against MICROSOFT CORP. will go 
to trial after a case management 
conference that was due to take 
place last week was postponed 
until Oct. 18. 
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DaimlerChrysler Drives 
FastCar Web Initiative 


Massive IT effort aimed at trimming costs 


BY LEE COPELAND 
AIMLERCHRYSLER 
AG last week de 
tailed a new Web 
based initiative 
that will augment 
existing systems and link all 
aspects of its vehicle design, 
production and marketing op- 
erations. 

Officials at the Stuttgart, 
Germany-based automaker hope 
the infusion of new product 
development technology will 
vehicle 


speed development 


and trim costs in the face of 


slumping profits 

The FastCar project will in- 
clude the deployment of a Web 
infrastructure that will provide 
tighter communication among 
design, engineering, manufac 
turing, quality, finance, pro- 
curement, and sales and mar 
keting units in the Chrysler di- 
vision, said Gary Dilts, senior 
e-connect 


vice president of 


platforms at DaimlerChrysler. 

“In the old that 
worked sequentially, it took 
months before suppliers knew 


system 


what done,” said 


Dilts. “Now, they won't be cut 


was being 


ting tools based on Assump 
tion A, when we’re working on 
Assumption C.” 

For example, approved prod- 


FastCar 


DaimlerChrysler hopes a 
massive technology infusion 
will cut production costs by 
20%. The plan includes: 

= Computer-aided design software by 
Dassault Systemes and business inte 
gration software from i2 Technologies 


system for more than 4,100 internal 

employees and 5,000 external users 
# Aninitiai rollout set for October and 
for all North American units by 2003 


Democratic Convention 
Links Up With Intranet 


vention will take place. 


ASP offers meeting 
software for free 


BY MARK HALL 

With most of the floor activi- 
ties likely to be scripted in ad- 
vance, the best action at this 
week's National 
Convention may just be online. 


Democratic 


Some of the delegates to the 
political gathering, which be- 
gins today in Los Angeles, are 
using communication and col 


laboration software developed 


and hosted by an application | 


service provider to plan con- 
vention events. All of the 5,000 
delegates will be able to use 
the software remotely or at 


kiosks in the convention hall to | 


keep in touch with fellow De- 


mocrats inside and outside the 


Staples Center, where the con- 


Dan Slater, a delegate who is 
an attorney at McDermott Law 
Firm in Cafion City, Colo., said 
he doesn’t expect much spir- 
ited debate on the convention 
floor. But he intends to use the 
temporary intranet to follow 
how the convention is being 
perceived in his home state. 
“We're in a bubble in the 
Staples Center,” he said. 

The application, 
veloped by Event4ll.com 
Inc. in Marina Del Rey, 
Calif., has been in limited 
use by several hundred 
people for the past two 
although 
words have been given 


de- 


weeks, pass- 
to all of the delegates 
and to a wider group of 
Democrats. 
Event4ll.com is letting 
the the 


Democrats use 


uct design changes will be com- 
municated instantly to 
departments within Daimler- 


other 


Chrysler as well as to external 
suppliers that are involved in 
equipping a new car. 

Dilts 
changes instantaneously over 
the Web could cut vehicle 
production costs by as much 
as 20% and trim production 


said communicating 


cycles by three months. He 
wouldn’t disclose the cost of 
the new system. 

Analysts said such improve- 
ments in change-management 
processes could help Daimler- 
Chrysler cut costs — a step the 
company has been looking for 
as profits have slowed in its 
Chrysler unit. 

“The real pain point is help- 
ing project managers in [differ- 
ent operational units] plan for 
ordering products and finding 
optimal parts,” said Navi Rad- 
an analyst at Forrester 
Research Inc. in Cambridge, 
Mass. “That part costs lots of 


jou, 


money because there is little 


software for free. The compa- 
ny said it made the same offer 
to the Republican Party for its 
convention but never 
back from the GOP’s organiz- 


heard 


ing committee. 

Event4ll.com customizes its 
for each 
about 


meeting software 
and 


month preparing the collabo- 


event spent one 
ration service for the Democ- 
rats. Four 
were set up — two that permit 


levels of access 


the development and planning | 


of events at the convention 
and provide full communica- 
tions capabilities to the desig- 


‘ys 


THE DEMOCRATIC CONVENTION’S intranet will 
provide delegates a means of group collaboration 


collaboration across units dur 
ing the design phase.” 

Initial pieces of the system 
could be deployed as early as 
October. The automaker plans 
to start with the North Ameri- 
can units responsible for its 
large passenger vehicles. 

DaimlerChrysler will 
Computer Aided Three-Dimen- 
sional Interactive Application 
(CATIA) software developed 
by Dassault Systemes SA in 
Paris and business integration 
software from i2 Technologies 
Inc. in Dallas in the FastCar 
project. The new infrastructure 
will augment existing CATIA 
systems, the firm said, and let 
4,100 internal employees and 
5,000 external users communi- 
cate and access design changes 
over the Web. 

Jim Hossack, an analyst at 
Tustin, Calif.-based AutoPacif- 
ic Inc. in said adding concur- 
rent the 
CATIA systems should further 
shorten development times 
and costs. D 


use 


communication to 


nated users; another that lets 
convention delegates schedule 
events on their personal cal 
endars and send and receive 
e-mail; and a fourth that lets 
friends and family communi- 
cate with the delegates. 

Delegate Doug Stone, an at- 
torney at Kansas City, Mo., law 
firm King Hershey Coleman 
Coch and Stone and chairman 
of the Democratic Party orga- 
nization in his county, said he 
has already used the collabora- 
tion technology to generate 
ideas for party activities. For 
example, he created working 
groups for planning fund 
raising and social events 
with other county-level 
party officials. 

They also exchanged 
messages that critiqued 
one another’s Web sites 
and provided sugges- 
tions for improvements, 
Stone said. He added 
that he sees the collabo- 
ration service as a vehi- 
cle for helping local pol- 
iticians “grow the party 
at the grassroots level.” D 
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Online Retailers Hit 
By Pricing Glitches 


Industry observers say companies 
ill-prepared to handle such errors 


BY LINDA ROSENCRANCE 
RICING GLITCHES 
at Staples.com and 
Amazon.com Inc 
within the past two 
weeks left some 
customers happy but others 
miffed, as the firms scrambled 
to recover from discounts un- 
intentionally given to some 
customers 
Although the problems at 
Seattle-based Amazon and 
Framingham, Mass.-based Sta 
ples.com were different in na 
ture, they call into question the 
ability of online retailers to ef 
fectively control the content of 
their Web sites 
Last week, a glitch in Ama- 


Continued from page 1 


UCITA 


Conference of Commissioners 
on Uniform State Laws agreed 
to end the self-help provision 
for mass-market software sold 
via retail channels. However, 
the provision remains in effect 
for other types of software, 
such as customizable applica- 
tions purchased by companies. 

Software vendors could take 
advantage of the self-help ca 
pabilities allowed by the Uni 
form Computer Information 
[Transaction Act (UCITA) to 
cut off users who they claim 
haven't paid their license fees 
or who allegedly have violated 
their contracts in other ways, 
such as by having more end 
users than their licenses allow. 
rhat’s one of the reasons op- 
ponents have claimed that the 


draft law gives too much pow- 


er to vendors at the expense of 


their customers 

Carlyle Ring, a former gen- 
eral Atlantic Re- 
search Gainesville, 
Fla., heads the UCITA 
drafting committee, said the 
prohibition of self-help actions 
by vendors of mass-market 
software was originally includ- 


counsel at 
Corp. in 
who 


zon’s computer system low- 
ered prices by 50% or more on 
some items. The cause is still 
unclear. In one e-mail to cus- 
tomers, Amazon blamed com- 
puter error. But in another 
e-mail, it said the pricing prob- 
lems occurred because suppli- 
ers raised their prices. In one 
case, the price of a refrigerator 
play set was listed as $2.49, but 
Amazon later said the correct 
price was $24.99. 

An Amazon spokeswoman 
said the company is too busy to 
respond to questions about the 
pricing glitch, though it told 
some news outlets that the er- 
rors were due to a “hiccup” in 


the system. 


ed in a version of the licensing 
law approved by the state of 
Maryland in April. 

Officials attending the con 
ference “thought that it was a 
change that alleviated some 
measure of concern” for users, 
Ring said. 

UCITA, which was sent to 
US. 
states and territories for their 


the legislatures of all 


consideration in July of last 
year, seeks to bring a set of 
consistent rules to software 
contracts and licensing agree- 
ments. But it has been plagued 
by controversy almost since 
the Chicago-based conference 
of commissioners, with repre 
sentatives from all 50 states, 
first began drafting the law 
back in 1996 

Maryland and Virginia are 
the only two states that have 


adopted UCITA thus far. 


Security Concerns 

The law has drawn consider- 
able opposition from corpo- 
rate CIOs, who are particularly 
worried that the self-help pro- 
vision will pose security risks 
to their systems and give soft- 
ware vendors the upper hand 
in licensing negotiations. 

Cem Kaner, an attorney and 
computer science professor at 
the Florida Institute of Tech- 


In Staples.com’s case, dis 
count coupons intended only 
for certain customers were ob- 
tained by someone randomly 
punching numbers into the 
coupon tab field at its Web site. 
That person then posted the 
FatWallet.com, a 


alerts consumers to 


coupons on 
site that 
discounts at various online 
stores and provides a forum for 
consumers to share informa- 
tion, according to Tim Storm, 
founder of Monroe, Wis.-based 
FatWallet 

David Cooperstein, an ana- 
lyst at Forrester Research Inc. 
in Cambridge, Mass., said the 
pricing errors point to a more 
widespread problem. 

“These [highlight] the prob- 
lem of content-management 
and pricing-management sys- 
tems,” 
have to have better workflow 


he said. “Companies 


[Under UCITA, 
vendors can] 
create a hole in 
your security at 
no risk to 
themselves. 
CEM KANER, ATTORNEY 
AND PROFESSOR, 


FLORIDA INSTITUTE 
OF TECHNOLOGY 


nology in Melbourne, said the 
change made to UCITA at the 
recent meeting is “insignifi- 
cant” for corporate users. 
Although consumers would 
be exempt from the self-help 
that 
buys a large quantity of off- 


provision, a company 


software wouldn't 
likely fall under the definition 
of mass-market customer, he 
said. In addition, any applica- 
tions purchased via a 
wouldn’t 
the provision, nor would virus 
updates or software products 
bought through a subscription 


the-shelf 


site 


license 


be clear of 


management to make sure that 
the prices that are posted are 
the right prices before a shop- 
them] [that] 
coupons can’t be introduced” 
where they shouldn’t be. 
Staples spokesman Tom Nu- 
tile said that although coupon 
glitches are rare, they do hap- 
pen to and 
brick-and-mortar retailers. In 
the online world, coupons are 


per [sees and 


online, catalog 


strings of numbers that a con- 
sumer types into an area on a 
merchant’s Web site. Some can 
be used multiple times, while 
others can be used only once. 

FatWallet’s Storm said one 
way online merchants can pre- 
vent coupon glitches is to tie 
the coupon to one person’s ac- 
count so that only the intended 
recipient can use it. He also 
said companies should have a 
monitoring system in place to 
alert them to items that are be- 
ing sold below cost. 


Eric Lazarus, president of 


Lazarus Technology Mentor- 
ing Inc. in New York, a firm 
that helps online companies 
deal with incorrect pricing and 
coupon problems, said pricing 


service, according to Kaner. 

But the biggest drawback for 
companies isn’t that their soft- 
ware could be turned off, Kan- 
er said. Rather, it’s the poten- 
tial for vendors to open up se- 
curity holes in corporate sys- 
tems through self-help mecha- 
nisms. “UCITA imposes no lia- 
bility on the vendors,” he said. 
“They create a hole in your se- 
curity at no risk to them- 
selves.” 

Bill Zumwalt, CIO at Tem- 
ple, Texas-based McLane Co., a 
major wholesale distributor, 
called the change “a very 
clever move on the part of the 
[UCITA] proponents, because 
it enables them to say, ‘Mr. and 
Mrs. John Doe, you won't be 
impacted by this.’ ” 

The restriction against mass- 
market self-help “does not of- 
fer any value” to businesses, he 
added. Zumwalt said the thing 
that most concerns him about 
UCITA is its ability to offer 
“a human element of control” 
over a company’s business sys- 
tems. “That is a high-risk situa- 
tion,” he added. 

Ring argued that the self- 
help provision can’t be includ- 
ed in software contracts by 
vendors unless end users give 
their specific consent. Ring 
said he negotiated many tech- 
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Pricing Patrol 


Online merchants can guard 

against pricing glitches by: 

™ Managing the content of 

their Web sites more effec- 

tively 

@ Having a team of inspec- 

tors review pricing code 

® Installing a monitoring 

system to alert them to 

items that are being sold 

below cost 

=& Employing one-time-use 

rather than multiple-use 

coupons 

®@ Tying coupons into a 

customer’s account to 

prevent unauthorized use 
glitches are often caused by 
coding errors. 

“The best guard against this 
is to have a code inspection,” 
he said. “After the programmer 
thinks he has written the code 
right, a team of technicians 
should [review] the code, cir- 
cle anything that looks suspi- 
cious and send it back to the 
developers.” > 


nology contracts at his former 
job and frequently had vendors 
change contracts to include 
terms that were more accept- 
able to Atlantic Research. 

But, Zumwalt said, even if a 
company negotiates a contract 
with a vendor that prohibits 
self-help or automatic turn- 
offs, the capability is still being 
built into a system. “It’s anoth- 
er level of risk that we didn’t 
have to worry about yester- 
day,” he said. 

And the self-help provision 
is only one of a number of 
items in UCITA that have been 
criticized by end users and 
other opponents. 

The amendments made ear- 
lier this month by the confer- 
ence of commissioners “do not 
address the broader concerns 
raised by UCITA,” said Jona- 
than Band, a partner at Morri- 
son & Forester LLP in Wash- 
ington, who is representing the 
American Library Association 
and some software developers 
who also oppose the draft law. 

Addressing the broader con- 
cerns, Ring acknowledged that 
further changes to UCITA are 
possible. 

“We continue to look at areas 
of concern,” Ring said. “If we 
were perfect, we'd get it correct 
the first time, wouldn’t we?” D 
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Sealing up to 178,000,000 packets per second of 
throughput and 480 Gigabits per second of total: switching 
. ee i capacity, the Biglron family of Layer 3 switches leaves competi- 
tors floundering in its wash. This isn’t jist a revolution in ree 
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IParty.com to Buy Stores 


Party goods e-retailer adds physical presence 


BY JENNIFER DISABATINO 

N A MOVE AIMED at giv- 
itself a_ brick 
online 


ing and 


mortar presence, 
retailer 
last week 
deal to 
stores in the eastern I 
The Big Party Corp. 
Roxbury, Mass.- 
chain that filed for bankruptcy 
protection earlier this year. 
Under the New 
York-based acquire 


party 
iParty 


goods 
Corp. 
announced a buy 33 
J.S. from 
a West 


based retail 


agreement, 
iParty will 


Continued from page 1 


E-Retailers 


tailers that once envied and be 


moaned their dot-com rivals’ 
seemingly bottomless pits of 
cash are now seeing the tables 
turn Ana 


lysts noted that the traditional 


a bit in their favor. 
retailers can piggyback adver 
tising efforts among their mul 
tiple channels and more readi 
their 
fulfillment 
operations to handle 


ly invest in and leverage 


infrastructure and 
increas 
ing levels of online shoppers. 
But traditional 
retailers are 


even many 


watching their 

steps as they delve deeper into 

online this holiday season. 
“We're 


conse 


definitely seeing 
investment 
and a lot 


evaluation relative to a 


more rvative 


in the technology 
more 
vendor’s credibility and vision. 
[Retailers] are more frequently 
through the 


around ROI, which we 


putting vendors 


paces 


Target Customers 


Internet 


the leases retail stores in 
Massachusetts, 

New Hampshire, 
land, Florida and Maine, 
with those stores’ product in 
The 
two companies didn’t disclose 


on 
Connecticut, 
Rhode Is 


along 
ventories and fixed assets. 


the financial terms of the deal, 
which is expected to be com 
pleted later this month. 
Officials at iParty — which 
launched its Web site last Octo 
ber and is still in start-up mode 
didn’t 


return calls seeking 


seeing last year,” said 
Ferrara, an analyst at 


Stamford, based Gart 


weren’ 
Carol 
Conn. 
ner Group Inc. 
Most of the online-only re 
‘that matter have 
aged to find money,’ 
Inc. 


tailers man 
said For 
rester Research analyst 
Seema Williams 

Cash-starved dot-coms with 
life death at stake, on the 
other hand, continuing to 


try to creatively beef up their 


and 
are 


sites and shore up fulfillment 
so they don’t fall victim to Fed 
Trade Commission 


eral fines 


for late deliveries, as seven on 


line retailers recently did 
[News, July 31]. 

“There’s a big shakeout that’s 
looming. It’s going to show the 
strong retailers from the weak 
ones, who really shouldn’t be in 
business to begin with,” said 
Heather Dougherty, an analyst 
at Jupiter Communications Inc. 

David Fry, president and 
CEO of Fry Multimedia Inc. in 
Ann Arbor, Mich., said that this 


summer he has noted an in- 


-only companies spend most of their advertising dollars 


on acquiring customers, while store-based retailers concentrate 


on brand awareness. 


PERCENT OF MARKETING SPENT ON 


is ARERR SRR 8 


acquisition eee 3000 
brand i 31° 


| 
1 | 
Ree enE ee 60%. 


Customer . 
retention 310% 


Base: 221 retailers 


& Internet-only 
el Multichannel, store-based 


quire 


comment. In a statement is- 


sued last week, iParty CEO Sal 


Perisano said the acquisition of 


The Big Party stores “will allow 
iParty to operate as a complete 
multichannel retail provider.” 
he brick- 
are expected to be 
traffic for 
iParty.com Web site 


and-mortar stores 
“significant 

both the 
and an off. 
line catalog business the com- 
pany 


drivers” 


also operates, Perisano 
And the deal should give 


solid 


said. 


iParty a more revenue 


base that will improve its abili 


direct 
within 


ty to acquire other 
marketing 


its retail niche, he 


companies 
added. 


| crease in dot-coms offering eq- 


uity stakes rather than cash for 
his firm’s design and develop 
ment services. Fry said one 
dot-com offered equity in ex- 
change for his firm providing 
and hosting servers needed to 
get through the holiday season. 

“These have 
their backs to the They 


have to do this to stay in busi- 


companies 
wall. 
ness, and it’s harder to get cash 


than it was six months 


They’re 


ago. 
looking for whatever 
opportunity they can to avoid 
said Fry. 

LLP se 


Parker 


spending cash,” 

Deloitte & 
nior manager Lindsay 
company 
with one primarily pure-play 


Touche 


said her is working 


| online retailer that wants to ac- 


that would 
bring the infrastructure pieces 


it needs for long-term survival. 


a company 


“They’ve another six to 
nine months” before they burn 
through their cash, Parker said. 

“They’re trying to pick [ac 
targets that 
some incremental positive rev 
enue that will offset the [ac 
quisition] expense and have a 
net zero impact on their burn 
Parker 
heard 


got 


quisition] have 


rate,” added, 
that 
other firms with similar aims. 
Ratcheting down advertis- 
ing way for online re 
tailers to try to hang on or 
profitability sooner. 
FTD.com Inc. CEO Michael 
Soenen said his company ex 
pects to spend $17 million to 
$20 million this year on adver- 
tising, $42.9 
million last year. The bulk of 
the cuts, he said, will be in 
television and print. Downers 


noting 


she’s buzz from 


is one 


reach 


compared with 


} course, 


_| 
| 
| 
| 
| 
| 
| 


Seema Williams, a senior an- 
alyst at Forrester Research Inc. 
in Cambridge, Mass., noted 


that the deal is the reverse of | 


the 
companies purchasing dot 
coms “as a cheap way to get in” 
to the Internet. But Williams 
said she doesn’t see the iParty 
move 


come. 


trend of brick-and-mortar | 


as a sign of things to |} 


“Because most dot-coms are | 


in such bad financial shape,” 
the toward the clicks- 
and-bricks model will contin- 


move 


ue to mean Old Economy com- 
panies will be doing the buy- 
ing, she said. “ 


| executive at 


Nobody’s going | 
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to be picking off a Kmart too 
Williams said. 

For this year’s first quarter, 
iParty reported a loss of $5.5 
million sales of just 
$146,834. During the spring, 
the company said it had hired 
John Jolly, a former executive 
at Denver-based online toy re- 
tailer KBkids.com Inc., 
operating officer. 

The deal announced last 
week doesn’t include 21 other 
The Big Party, 
annual 


soon,” 


on 


as chief 


stores run by 
which sales of 
about $69 million. The agree- 
ment also has a twist: Perisano 
and his wife — who is also an 
iParty were 
The Big Party’s co- 
founders eight years ago and 
worked at the company until 
1998.3 


has 


two of 


Amazon, Toysrus.com to Join Forces 


Amazon.com Inc. and Toysrus.- 
com Inc. last week announced 
that they're teaming up to launch 
a new co-branded online toy and 
video game store this fall and a 
baby products site in the first half 
of next year. 

“The alliance] will allow both 
of us to reach profitability before 
we would have [on our own],” Jeff 
Bezos, founder and CEO of Ama- 
zon.com, said. 

Under a 10-year agreement, 
Toysrus.com will identify, buy and 
manage the product inventories, 
and Amazon will be responsible 
for Web site development, order 
fulfillment and customer service. 

Both Amazon and Toysrus.com 
have had problems recently. Toys- 
rus.com was fined last month by 
the Federal Trade Commission for 
making late deliveries during last 
year’s holiday season. 


Grove, Ill.-based FTD.com 
does plan, however, to contin- 
ue its more productive portal 
and various direct mar- 
initiatives 
the 
benefits from 


deals 
keting 
online operation 
any advertising 
its 90-year-old parent does. 
Drugstore.com won't be do- 
ing any TV or broad-scale ad- 
vertising the rest of the year 
“because it didn’t deliver the 
| results we were looking for or 


would expect from that type of 


expenditure,” said Williams. 
Instead, it will “focus on things 
we know work better,” such as 
direct advertising with affili- 
ates and associates such as 
Amazon.com Inc., he said. 


And of 





| ing efforts, Fogdog Inc. 


And Amazon has been hit in 
the past few weeks by an $89 mil- 
lion second-quarter loss, the res- 
ignation of its CEO and a pricing 
glitch on its Web site (see story, 
page 14). 

Analysts said the deal will allow 
both companies to focus on what 
they do best. 

“This is a very good synergy,” 
said Greg Girard, an analyst at 
AMR Research Inc. in Boston. 

“Amazon.com seems to have 
overextended itself and is looking 
to Toysrus.com to provide it with 
back-end fulfillment and inventory 
management,” said Alan Alper, an 
analyst at Gomez Advisors Inc. in 
Lincoln, Mass. “And Toysrus gains 
credibility by teaming up with 
Amazon, which handles the cus- 
tomer experience better than 
most any other online retailer.” 

~ Linda Rosencrance 


To better target its market- 
plans 


to do more extensive customer 


data analysis, supported by its 


| new fully redundant Network 
Appliance Inc. storage system, 





said Robert Chea, 
wood City, Calif, 
chief technical officer. 

“We spent this whole year 
building up the infrastructure 
that will support the holiday 
season. We haven't had to scale 
back anything, because we 
made the purchases a while 
back,” said Chea, noting that 
the company also upgraded its 
switching infrastructure and 
added more servers and still 
has $50 million in its coffers. B 


the Red- 
retailer’s 
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Online Travel 


Firm selling its 
products to rivals 
BY MICHAEL MEEHAN 


For Sabre Inc 
of the airline industry’s largest 


, which runs one 


computerized reservations sys 
tems and Internet-based book 
ing agency Travelocity.com Inc., 
the growth of the online travel 
industry is putting the compa 
ny in all kinds of interesting po 
sitions when it comes to sort 
ing out its friends and its foes 
Earlier this month, for exam 
ple, Hotwire.com — an airline 
backed venture that plans to 
start selling discounted plane 
tickets via the Internet next 
month deal 
with Sabre in which Sabre will 


announced a 
provide the necessary connec 
tions between Hotwire’s Web 
site and the airlines on which 
its customers will book flights. 
Sabre will also provide fare 
searching capabilities and man- 
age reservations for Hotwire, 


the two companies said. 


Building Up Business 

With six of the seven largest 
U.S. airlines acting as silent in- 
vestors in Hotwire, the San 
Francisco-based company is 
itself as a chal 
Norwalk, 


based Priceline.com Inc 


positioning 
Conn. 
in the 


lenger to 


online discount-fare business 
But Sabre is now a key tech 
nology provider to both Hot 
wire and Priceline. Last month, 
Fort Worth, Texas-based Sabre 


said it had signed an agree 
ment to handle some of Price 


line’s reservations, which pre 


handled exclu 


sively by Atlanta-based com- 


viously were 
puterized reservations system 
provider Worldspan Inc. 

The deals with Hot- 
wire and Priceline also 
create the likelihood 
that Sabre will book 
flight reservations in 
competition with its 


own Travelocity unit. 
But that’s just the na- 
of the Internet, 


said Tom Klein, presi- 


ture 


dent for emerging bus- 
iness at Sabre 

“We're looking for 
diverse business models in the 
e-commerce world.” Klein said. 


SABRE’S KLEIN: 
He welcomes the 
competition 


NEWS 


“We want to be the largest pro- 
vider of business-to-business 
products on the travel side, and 
sometimes that means dealing 
with [multiple] com- 
petitors or competing 

against ourselves.’ 
Another twist is 
Travelocity’s vocal op- 
position to Orbitz, a 
soon-to-be-launched 
airline ticketing site 
funded by the nation’s 
five largest airlines. 
Last month, Traveloc 
ity CEO Terry Jones 
claimed at a Senate 
Commerce Committee hearing 
that Orbitz would pose a threat 


Bankers Group 


Its Seal of Approval 


But some question significance to consumers 


BY MARIA TROMBLY 
N THE WAKE (¢ A recent 
warning by the Office of 
the Comptroller of the 
Currency (OCC) about 
fake bank sites conning 

customers out of private infor 

mation, the Bankers 

Association (ABA) has launched 


Americat 


a campaign to increase aware 
ness of a seal of approval it says 
verifies which online banks are 
jake and which are fake. 
But the SiteCertair 
being used only by just over 


seal is 


Gartner: ASP Market Growth, 


BY MARK HALL 
Analysts at Gartner Group Inc. 
are predicting exceptional 
growth in the application ser 
vice provider (ASP) market — 
and enormous fallout as well 
The Stamford, Conn.-based 
market research firm said that 
last year, ASPs racked up bare- 
ly $1 billion in revenues, but by 
the end of this year, the online 
purveyors of subscription soft- 
ware will generate $3.5 billion 
in revenues. And Gartner esti- 
mated that by the end of 2004, 


ASPs will top $25 billion in 
business worldwide. 

Gartner analyst Benjamin 
Pring said user 
ASPs limited to 


businesses. He noted that For 


isn’t small 
tune 500 companies are rapid- 
ly using ASPs to augment their 
information technology opera- 
tions, with both horizontal and 
vertical applications 
Competition among ASPs 
will create a number of vic- 
tims. Take, for example, last 


month’s announcement that 


adoption of 


300 banks out of about 10,000 
in the country. 

“I don’t know that it means 
that much to customers,” said 
Brooke Newcomb, an analyst 
at Forrester Research Inc. in 
Cambridge, Mass. “There’s just 
too many seals of approval out 
there.” 

Newcomb said most con- 
sumers are still reluctant to go 
for financial 


tions and that the presence — 


online transac 


or absence — of a seal isn’t go 


ing to make a difference. 


hakeout Ahead 


high-profile ASP Pandesic Inc. 
in Sunnyvale, Calif., was ceas- 
ing operations. 

Pandesic’s demise is indica 
tive of much more turmoil to 
come, according to Gartner an- 
alyst Audrey Apfel. She said 
60% of the ASPs in operation 
today will fail or be acquired 
by the end of next year. 

Part of the reason for the 
upheaval, according to Gart- 
ner, with which 
ASPs can enter the market and 
the fact that most of the soft- 


is the ease 


Deals Make for Strange Bedfellows at Sabre 


to fair competition by allowing 
the airlines to offer exclusive 
fares via the Orbitz Web site. 

Chicago-based Orbitz insist- 
ed that it won't offer special 
deals that undercut fares that 
are available through other 
travel agents. 

Orbitz spokeswoman Carol 
deal 
that 
there may be some gamesman- 


Jouzaitis said Sabre’s 


with Hotwire indicates 
ship involved in Travelocity’s 
opposition to Orbitz. “It ap- 
pears Sabre doesn’t think air- 
line-backed sites are that bad, 
particularly if the money's 
green,” she said. 

But Klein said Sabre doesn’t 


Pushes 


Britton & Koontz First Na- 
tional Bank in Natchez, Miss., 
has had the seal on its home 
page since the seal debuted a 
year and a half ago, but no cus- 
tomers have commented on it. 

“I don’t really know how 
much effect it has at this time,” 
said the bank’s president and 
CEO, Page Ogden. “But this 
kind of thing is going to become 
more and more important.” 

Banks are waking up to the 
increasing risk that their sites 
will be spoofed and their cus- 
defrauded, according 
to Stephen Schutze, e-strat- 
egies director at the ABA in 
Washington. He said banks are 


tomers 


ware being subscribed to is 
horizontal, or used in many in- 
dustries. In fact, Pring said, 
35% to 40% of ASP offerings 
are human resources applica- 
tions. That means pricing pres- 
sure will be high for ASPs sell- 
ing similar services. 

Apfel said ASPs must make 
good on promises of quality 
service and earn a top position 


in one specialized facet of 


rela- 
what 
“end services” 
such as customization or inte- 
gration. “The one-stop shop 
doesn’t work,” she said. 

In the industry shakeout to 


like customer 
management or 


business, 
tions 


Gartner calls 
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see the same kind of threat in 
Hotwire that it does in Orbitz, 
because the airlines don’t have 
as prominent an ownership role 
in Hotwire. “The primary issue 
is not whether Orbitz should or 
should not be in business,” he 
said. “It’s that they need to 
make information available in a 
fair and equitable way.” 

Hotwire CEO Karl Petersen 
noted that his airline investors 
are nonvoting partners. 

Petersen said he sees no con- 
flict in having Sabre support 
his site along with Priceline’s 
and Travelocity’s. Hotwire is 
developing front-end ticket 
auctioning capabilities and 
needed a reservations system 
to provide it with schedules 
and flight-booking capabilities, 
he explained. D 


signing up for certification in 
increasing numbers. 

“Sometimes, it takes some- 
thing like a warning from the 
OCG 
bad guys out there trying to 
take your customers’ money, ” 
Schutze said. 

But according to analyst 
George Barto, an online bank- 
ing expert at Stamford, Conn.- 
based Gartner Group Inc., if 
spoofers were to mimic a bank 
site to con consumers, they 


that says, ‘Hey, there’s 


could just as easily mimic the 
SiteCertain button. 

“Even if the bank I was 
spoofing didn’t have that certi- 
fication, I would put it on,” he 
said. “And I could not only 
spoof the button, I could spoof 
a Web page that looks exactly 
like the one that comes from 
the ABA. And since people 
don’t know what that page 
looks like, it doesn’t even have 
to look the same.” D 


come, many smaller ASPs, par- 
ticularly those struggling to 
carve out a brand identity, will 
fall away, Apfel said. Sixty per- 
cent of the 480 or so ASPs in 
business at the end of this year 
will be gone by the end of next 
year because of bankruptcy, 
lack of venture capital, merg- 
ers and traditional competi- 
tion, she said. The projected 
number of enterprise-class, 
full-service retail ASPs in 2004 
is 20, she said. D 


Reporting by George A. Chidi Jr. 
at the IDG News Service bureau 
in Boston was included in this 
article. 
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hen Evoke Communi 
cations Inc. decided to 
push the envelope on 
Web conferencing 
technology, engineers 
at the company knew bulletproof 
voice conferencing was a prerequi 
site. Voice, after all, would form the 
foundation for Evoke’s industry 
leading Internet and wireless capa 
bilities. For Louisville, Colo.-based 
Evoke (www.evoke.com), the im 
portance of this technology meant 
there was only one possible part 
ner: Voyant Technologies Inc 
Voyant (wwwvoyanttech.com), 
a Sun iForce Partner, provides a 
platform for intelligent voice appli 
cations. Formerly a division of 
Frontier Communications, West- 


minster, Colo.-based Voyant be 
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Evoke listens to Voyant's voice technology 


came an independent company in 
August 1999, Its goal: allow tele 
phony service providers to inte- 
grate voice applications over the 
Internet, and help Internet compa 
nies deliver intelligent voice to 
their customers. With deep roots, 
Voyant knows a thing or two about 
helping business make the most of 
voice technology. The company 
boasts more than 200 companies, 
many of them Fortune 500 corpora 
tions in 22 countries. 

Four years ago, Voyant Tech 
nologies decided the time was 
right to revolutionize the industry 
and expand its line of offerings by 
creating ReadiVoice, a next-genet 
tion intelligent voice-conferencins 
application. Built from scratch us 


ing InnoVox, Voyant’s carrier-class 


hardware platform, ReadiVoice al 
lows fully automated conference 
calling and supports virtually un 
limited capacity. With ReadiVoice, 
end users can initiate and control 
teleconferences using easily under 
standable interfaces: touch-tone 
telephones and browser-based 
Web controls. 


DRAMATIC EFFORT 


In creating ReadiVoice, Voyant 
wanted dramatic results — so the 
company took dramatic steps. “We 
took a development team and sent 
them off site,” recalls Chief Operat 
ing Officer Dick Schulte. “We said, 
here’s a clean sheet of paper, now 
go design the next generation of 
conferencing.” The size of the team 


accordioned over time, but gener 


Sportvision and PVI get Super Bowl to the ‘Net 


NFL.com and USAToday.com. On 
television, you've seen the compa 


ou may not have heard of 
Sportvision. But if you 
watch NASCAR Winston 
Cup racing, NFL football 
or NCAA Final Four bas 
ketball, you've seen the Lawrence 
Kansas, company’s work. 
Sportvision is a leader in animat- 
ed sports technologies that explain 
sports to fans. For example, dur- 
ing February’s Daytona 500 on 
CBS, casual viewers saw animated 
explanations of drafting, pit stops 
and various handling problems. 
The company couples innovative, 
proprietary technologies with in 
depth sports expertise to create in 
teractive sports features 
And those features are seen 
everywhere. On the Internet, 
Sportvision animation is used by 
CBS Sportsline, Yahoo! Sports, 


ny’s award-winning work during 
broadcasts of NFL, NBA and 
NCAA events. In addition to glitzy 
television broadcast animations, 
Sportvision appeals to players and 
coaches with innovative tools such 
as playbook animation software 
and instructional videos. 

The company was formerly 
known as Coach's Edge, but was 
acquired by New York-based 
Sportvision Inc., a company that 
develops technology-based en 
hancements for the Internet, 
sports television and new media 
platforms. 

In January, with Super Bow! 
XXXIV approaching, Sportvision 
needed fast turnaround on an un 
precedented project: 


The company turned to Periph- 
eral Vision InfoSystems Inc. 
(www.gopvi.com), a Sun Microsys 
tems iForce Channel Provider. 
Headquartered in Overland Park, 
Kansas, PVI offers extensive con- 
sulting, integration and project 
management services to an im- 
pressive group of clients that in 
cludes Draper 
Laboratory, 

Egghead.com and 

E*Trade. PVI is 

renowned for as- 

sessing clients’ existing systems 
and extracting maximum horse- 
power from those systems. The 
company offers consulting and in- 
tegration for network security, In 
ternet/Intranet/Extranet ser 
vices, Java programming and the 
design, development and adminis- 


ally speaking, seven developers 
worked at a separate facility. “To 
create the next-generation technol- 

.” Schulte says, “we had to sepa- 
rate an engineering team and let 
them create.” 

In addition to the InnoVox plat- 
form, Voyant knew the rest of its 
hardware and peripherals had to 
meet service providers’ standards 
for capacity, fault tolerance, redun- 
dancy and ease of maintenance. 
This made it an easy choice to go 
with Sun Microsystems Inc. 
servers. Voyant relies on Sun 
servers and Solaris software to 
host and serve the Conference Al 
location Control System — the 
very core of ReadiVoice. The Sun 
server stores client information 
and billing data, and routes cus- 
tomers automatically to their con- 
ference call. 

What Voyant had in mind was an 


advance that would change the 


tration of databases. If the project 
was a success, Sportvision says, 
the company knew it would “help 
us generate greater income and se 
cure additional contracts in all 
sporting events.” 

Sportvision says the decision to 
go with Sun hardware was a no- 
brainer because of scalability, relia- 
bility and availability needs — and 
also, the company says, “because 
we believe Sun has the capability 

to remain ahead 

of the high-end 

technology 

curve, which is 

critical in the new 
broadband arena.” 

Sportvision needed a unique ap- 
plication. The ambitious goal was 
an interactive experience that 
would be delivered over the World 
Wide Web asa simulcast or Web- 
cast in conjunction with the Super 
Bowl. In order to pull it off, the 





very business model of the indus- 
try. Most conferencing systems 
were (and remain) reservation- 
based. ReadiVoice created a sub- 
scription model. If you’re a sub- 
scriber, Schulte says, “you dial in, 
you enter an access code, you start 
a conference.” 
Eliminating the 
need for reservations 
is a big win all the 
way down the line. 
Voyant’s immediate 
customers, service 
providers, slash their costs (reser- 
vations account for as much as half 
that cost). And end users gain the 
ability to simply launch a meeting 
whenever the spirit moves them. 
Moreover, using Voyant’s In- 
noVox platform and open applica 
tion programming interfaces 
(API), businesses and developers 
can add voice to such diverse ap- 


plications as customer relationship 


company would need to merge 
raw statistics with cutting-edge vi 
sual rendering tools, thus funda- 
mentally changing the way fans 
experienced what has long been 
the biggest sporting event in the 
U.S. Sportvision sought to develop 
acompanion to CBS’ TV broadcast 
that would be interactive, fun, edu- 
cational, seamless and instanta- 
neous for all Net surfers, whether 
they enjoyed broadband Internet 
access or made do with dial-up ac- 
cess. This meant that PVI had to 
nake the applications extremely 
scalable, fault-tolerant and highly 
available. 

After careful thought, PVI decid- 
ed Sportvision required a combi- 
nation of applications and strate- 
gies — both an electronic-business 
solution and a custom-built solu 
tion. This combination would be 
unique. Moreover, the amazingly 
tight deadline (only three weeks 


evoke 
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management (CRM), Internet con- 
ferencing, even enterprise re 
source planning (ERP). Voyant 
states ambitiously that its mission 
is to embed voice in every Web ap- 
plication. The ReadiVoice project 
launched in late 1998. Today, there 
are more than 20,000 
ports worldwide 


NEW PARADIGM 


Evoke can vouch for 
the robustness and 
adaptability of Readi- 
Voice. Evoke specializes in meld 
ing traditional technologies such 
as telephony with emerging tech- 
nologies — wireless, for example 

to create a single, ubiquitous, 
powerful communication platform 
for some of the Internet’s most- 
visited sites. 

According to Todd Vernon, 
Evoke’s chief technology officer, 


the linchpin of such an advanced 


The Award Program 

The Computerworld Custom Pub- 
lishing and Sun Microsystems spon- 
sored contest recognizes innova 
tive Sun implementations around 
the world. End users were invited to 
submit their Sun “channel provider- 
developed” implementations. The 
winners were chosen by IDC based 
on the uniqueness of the solution 
and its value to the host organiza- 
tion. The winners’ stories appear in 
Computerworld during July and 
August and online at: 
www.Computerworld.com 


were allotted) dictated that PVI 
modify its very delivery methodol 
ogy and technology. PVI and its 
president and CEO, Scot Kane, 
modified the existing methodolo- 
gy and delivery mechanism to bet 
ter support real-time delivery of 
the applications. Another critical 
goal was to provide massive scala- 
bility for both narrow and broad 
band access. This was 


platform is a completely reliable 
voice system. “We use Voyant 
technology behind our Web con- 
ferencing technology,” Vernon 
says. Evoke has been using Voy- 
ant’s multipoint control units for 
about two years. Multipoint con- 
trol units connect conferenced 
telephone lines. 

When you buy a ReadiVoice 
platform,” Vernon says, “you get a 

ialized piece of hardware that 

phone lines terminate into.” Voy 
int delivers multiple servers, he 
adds, that “connect into a single 
Sun box that acts as a gatekeeper 
yr controller.” Evoke itself uses 4 
processor Sun E-450 servers. 


Vernon appreciates Voyant’s ro 


bustness and reliability. “They pro- 


vide a very stable platform,” he 
’s just something we don’t 
worry about. There are 
others in this space, but they’re not 


is good as Voyant.” 


important because the applica- 
tions were incredibly rich — users 
had hundreds of selection options 
—and provided a unique perspec- 
tive on the Super Bowl. 

PVI took charge of the project, 
coordinating the several vendors 
and customers who worked to- 
gether to modify code for the am 
bitious, hard-deadline undertak- 
ing. In the end, the project was 
completed on time and showcased 
Sportvision technology for mil- 
lions worldwide. 

Sportvision says PVI was the 
“natural choice” for the project. 

“We needed to create the most 
highly available and redundant ap- 
plication serving environment pos- 
sible,” according to the company. 
“And we wanted a system that 
would provide the greatest scalabili- 
ty in terms of unknown quantity of 
users. Sun and PVI gave us what we 
wanted and more.” 
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The Value of 
Certification 


Situated between the manufac 
turer and the end-user customer, 
channel partners are continually 
evolving their business models to 
ensure that they stay « 
the fast-paced IT in 
complish this, 
need to have as 
of the technolog 
building the soh 
tomers ne¢ 
ner has the « xper tise These solu 
tions are often mission-critical and 
must be implemented in Internet 
time 

Supplier certification pr 

gned to provid 
the knowledge required 
k with the produ 
cessful completion of a 


program often allows t 


partner 


hth 
Viin i 


cess to the equipment. Certihie 
partners are also recognized by tl 
supplier as those thé 
commitment to the ver 
may be the only 
additional bene 
access to engineering 
such as demo equi 
sion or access to marketin 
grams 

While certification is costly to th 
partner, the benefits can outweigh 
the costs because it provides the 
customer a seal of approval. Th 
supplier should have confiden 
the partner, and the partner 
make a clear commitmen 
vendor 
With the introduction of special 
ized certification programs, chan 
nel partners can provide more in 
depth training. This translates to 
added revenue as the solutions 
tend to be more complex. With the 





right training, the channel partner 
can increase their time to delivery 
and their value-add services 

But the benefits extend beyond 
just the program and commitment 
levels. Arecent IDC study of end 
user channel preferences shows 
the primary reason for dissatisfac 
tion with their channel was lack of 
service and support. Through vehi 
cles such as certification, the chan 
nel partner is equipped to provide 
the level of service and support re- 
quired, allowing a higher customer 
retention and providing a win-win 
scenario for the channel, the suppli- 


er and the customer. 


IDC 


L DATA CORPORATION 
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SCO’s CEO Says Unix 
Sell-Off is ‘Right Deal’ 


Company plans to focus on Tarantella 


EI SUFFERING 
two straight quar 
terly losses and 

watching its Unix 

operating system 

get overtaken in market share 
by upstart The Santa 
Operation Inc. (SCO) 


towel earlier this 


Linux, 
Cruz 
threw in the 
month and agreed to sell its 
Unix and professional services 


Utah 
based Caldera Systems Inc. for 


businesses to Orem, 
about $120 million in cash and 
stock 

Once the sale goes through, 
SCO plans to focus primarily 
software, a 


on its Tarantella 


middleware product that lets 
end users access applications 
running on various server 
platforms through their Web 
browsers. In an interview 
with Computerworld’s Dom 
inique Deckmyn, SCO co- 
founder and CEO Doug Michels 
discussed the Caldera deal and 


SCO’s future 


Q: Any regrets about the deal? 

A: No; this is the right deal at 
the right time, I think. This is 
the deal that’s the best answer 


for our customers, our employ 
ees, our shareholders and the 
industry as a whole. If you 
antitrust 
Microsoft 


excitement 


combine the recent 


actions __ [against 
Corp.] and the 
around open-source [software 
such as Linux], we 
are really seeing 


a time now where 


operating systems 


are an open ques 


tion again. 

People are open 
minded, they're look 
ing at choices, they’re 
about 


excited open 


source. But they’re 


worried about how 


you have to steer your com 
pany to try and ride that wave 
It’s a mistake to hide in the cor 
ner and say we can [just] keep 


doing what we've done before 


Q: You've been critical of Linux in 
the past, describing it as a much 
less mature product than SCO’s 
UnixWare operating system. Has it 
been painful to you to see Linux 
become so successful 
so fast - and to now see 
a Linux company ac- 
quire UnixWare? 
A: Linux is the epito- 
me of the open-sys- 
tems revolution that 
has been part of my 
life for the last 20 


years. I mean, Linux 


SCO CEO DOUG 
Michels: Linux isn’t 


is what open systems 


is all about. 


“the answer to 


do they buy it and 
how do they [make 
sure it’s secure]. And I see an 
opportunity here to really af- 
fect the landscape, to have a 
significant impact on the fu- 
ture of the industry. 


Q: Do you think there was a way to 
keep SCO together? 

A: Sure; we could have played 
the cards lots of ways. [But] 
when you have an industry go- 


ing through a major change, 


everything” 


I haven't been 

down on Linux; I’ve 
been down on the way people 
have occasionally misrepre 
sented or overhyped Linux as 
something it wasn’t at the time 
Linux is not the answer to 
everything; it’s not going to 
feed the hungry of the world 
overnight. We were selling 
products that did solve some 
problems, and people would 
say you could use Linux [to 


solve those problems, but] at 


that point in time, you couldn't. 

It’s hard sometimes not to 
get frustrated with mischarac- 
terization. But we've always 
had great hopes for Linux, and 
we've always believed that Lin 
ux and open source had the po- 
tential to change the world ina 
positive way. It also has some 
real challenges, [such as] relia 
bility and how do you deliver it 
and maintain it and support it 
What 


we're seeing now is [that those 


over the long term. .. 


issues] are starting to work 


themselves out. 


Q: With Tarantella as SCO’s main 
product going forward, how do you 
look at the company’s future? 

A: I think Tarantella also bene- 
fundamental 
change in the fabric of the in- 
Twenty 


fits from the 


dustry. years ago, it 
was the microprocessor and 
the IBM PC. This time, it’s the 
Internet, its ubiquitous con- 


nectivity and open standards 


that are changing the fabric of 


the industry 


[That’s why open source 


is possible — because we 
have tens of thousands of peo- 
ple communicating instanta- 
neously around the world. ... 

We're seeing a major shift in 
the way people want to access 
computers. They want to do it 
through the browser and they 
want to do it over the Internet 
and [corporate] intranets. That 
is so different from where we 
were even a year ago, and radi- 
cally different from where we 
were five years ago. D 
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Cisco Reports Strong 
04, Loses Key Exec 
Cisco Systems Inc. last week 
topped Wall Street’s expectations 
for its fourth fiscal quarter, report- 
ing a 69% increase in net income 
and revenue growth of 61% for the 
three-month period that ended last 
month. But Cisco also said Donald 
Listwin - one of the San Jose- 
based company’s two executive 
vice presidents and previously a po- 
tential successor to CEO John 
Chambers - is leaving to become 
president and CEO of a wireless and 
Internet communications software 
vendor being formed through a 
merger of start-ups Phone.com Inc. 
and Software.com Inc. 


Informix to Lay Off 
900 Employees 


Database and tools vendor Informix 
Corp. said last week it will lay off 
nearly 500 employees as part of a 
restructuring plan that has con- 
densed its five business areas into 
two units. After the job cuts, In- 
formix’s total head count will be ap- 
proximately 3,800. Menlo Park, 
Calif.-based Informix also revealed 
it will take a third-quarter restruc- 
turing charge of between $75 mil- 
lion and $90 million, followed by a 
further restructuring charge of be- 
tween $10 million and $15 million 
during the first half of next year. 


Short Takes 


LUCENT TECHNOLOGIES INC. in 
Murray Hill, N.J., is looking for a 
chief operating officer amid a man- 
agement shake-up. Harry Bosco is 
retiring as group president of Lu- 
cent’s optical networks unit. Patri- 
cia Russo, executive vice president 
and CEO of the service provider net- 
works group, is also leaving the 
company. . . . NOVELL INC. has ap- 
pointed Carl Ledbetter as chief 


| technology officer, filling the spot 


left vacant after Dave Shirk’s de- 
parture last month. . . . Omaha- 
based AMERITRADE INC. said its 
CEO, Tom Lewis, has resigned from 
the company for personal reasons. 
. .. ORACLE CORP. said that its 
Internet Application Server 8i will 
now support Linux and announced 
expanded partnerships with four 
Linux distribution companies. 
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Power Brokers Race to Trade 


Foreign Affairs 


Promise of global stock trading on the Net 
spurs technical efforts, competition 


BY MARIA TROMBLY 
HE INTERNET has 
brought the world 
many things, and 
soon direct stock 
trading on foreign 
markets will be among them. 

Yet what's behind that split 
second ability to buy a stock 
listed almost anywhere in the 
world is a lot more than the 
modem and ETrade account a 
customer may see. It’s a lot 
more than global adoption of 
IP, fiber-optic lines and com- 
mon schema for XML, too. 

It’s a battle being waged on 
Wall Street, as the giant U.S. 
based stock brokerages and 
their newer online competitors 
jostle for alliances to open 
their services to customers in 
new global markets. It’s about 
regulatory bodies and the dif 
ferent broker standards used 
to try to curb fraud. And it’s 
about language of finance, 
technology and tongues be 
sides English. And oh, yes 
it’s also about money. 

DLJdirect Inc. in Jersey City, 
NJ., was among the first U.S. 
brokerages to offer online ser- 
vices in Europe last summer, 
according to New York-based 
Jupiter Communications Inc. 


U.S. online brokers began moving overseas in 1998. The major 
Wall Street firms already had their foreign outposts but were 


slower to move to the Web. 


ETrade: Owns branches in France, Sweden, the U.K. and 
Canada; has partnerships in Australia, Denmark, Japan and 


Korea 


Ameritrade: Has a partnership in Germany under the 


Yeutsche Bank brand 


DLJdirect: Owns a branch in the U.K.; has partnerships in 
Japan and 14 other countries in the Middle East and Asia 
Schwab: Owns branches in the U.K., Hong Kong and Cana- 
da; has a partnership in Japan; Miami office offers Latin Amer- 


ican Center 


Merrill Lynch: Owns branches in 44 countries, but still of- 
fers no online trading overseas; has partnerships in Hong 


Kong, India and Indonesia 


Morgan Stanley Dean Witter: Owns branches in 25 
countries; has dedicated Web sites for Japan, India and Spain 


Like other nimble ventures 
such as Palo Alto, Calif.-based 
ETrade Securities Inc. and 
New York-based TD Water- 
house Group Inc., the online 
unit of New York-based Don 
aldson, Lufkin & Jenrette Inc. 
beat its larger rivals to the 
punch. Those companies have 
had customers and offices all 
over the world for years but 
were slower to move online 
abroad for the same reasons as 
in the U.S. — channel conflicts, 
legacy systems and a commit- 
ment to high-net-worth and 
high-touch customers. 
The first traditional broker 
age that was able to cross over 
paralleling its successful 
strategy in the U.S. — was San 
Francisco-based The Charles 
Schwab Corp., which had oper- 
ated off-line in Europe for 
many years, said Jupiter ana 
lyst Nick Jones. In fact, he said, 
Schwab pioneered online trad- 
ing in the European market 
when it launched Charles 
Schwab Europe in April 1998. 
“Traditional 
[like Schwab] that are able to 


institutions 


successfully launch an Internet 
strategy as part of their stan- 
dard operation, rather than rel- 
egating it to the sideline of 
business, will do the best,” said 
Dana Stiffler, an analyst at 
Newton, Mass.-based Meridi- 
en Research Inc.. Schwab offi- 
cials declined to be _ inter- 
viewed. 


Paths to the Web 


But in Internet time, 
Schwab’s early success is al- 
most history, as its competitors 
race to catch up. 

There are several paths. One 
is trod by global giants like 
Merrill Lynch & Co., which 
plans to leverage customers, 
overseas experience and brand 
recognition by Web-enabling 
existing brokerage services — 
though no online trading is yet 
available to customers over- 
seas. Another is that of an affil- 
iate of The Timber Hill Group 
LLC, which is leveraging exist- 


| 
| 


On International Markets 


ing technologies — namely, a 
proprietary trading platform 
that is being opened up to re- 
tail customers (see related arti- 
cle, next page). And then 
there’s the most common path: 
finding partners and establish- 
ing alliances overseas. 

“In the United States, the 
markets have become mature,” 
said Rosemary McFadden, di- 
rector of global business devel- 
opment at DLJdirect, explain- 
ing why expansion is now so 
key. “It’s gone through the ini- 
tial phases, it’s somewhat 
crowded, and it’s facing differ- 
ent challenges. But if you go to 
other markets, it’s almost like 
going back to where the USS. 
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markets were three to five 
years ago.” 

For its part, DLJdirect has 
gone the joint venture route in 
Asia with a year-old partner- 
ship with Tokyo-based Sumito- 
mo Bank Ltd. Other joint ven- 
tures cover 14 countries in the 
Middle East. A Hong Kong ser- 
vice will be launched this fall 
— again, with local partners. 

Why? Language and cultural 
differences, McFadden said. 
Plus, finding partners with 
strong brands and existing 
client bases doesn’t hurt. Nor 
does knowledge of local trad- 
ing regulations and systems. 

“With the partners we have 
selected, we have achieved one 
of our primary goals — speed 
to market,” she said. “We were 
the first online brokerage firm 
in Japan and the first major 
U.S. brokerage company to set 
up operations in Japan.” 

Online broker Ameritrade 
Inc. has also gone the partner- 
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ship route, with Deutsche Bank | 


AG in Frankfurt, to provide ac- 
cess to U.S. securities for the 
European market. 

“They have a good under- 
standing of their customers, 
regulations and the different 
institutions and the technolo- 
gies required to hook into 
them,” said Jim Ditmore, CIO 
at Omaha-based Ameritrade. 

ETrade has found partners 
in Australia, Canada, Denmark, 
France, Japan, Korea, Sweden 
and the U.K. over the past two 
years. As the company gained 
experience, it bought branches 
from licensees. And its recent 
purchase Toronto-based 
Versus Inc. 
brings technology that will let 
ETrade consolidate orders and 
route them to the correct exe- 
cution point. 

This technology will form 
the basis for ETrade Global, 
said ETrade’s Steven Ferrando, 
managing director of institu- 


of 
Technologies 


ROSEMARY MCFADDEN, 
development at DLJdirect, 


guage and culture create a 
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Why Go Overseas? 


That’s where the growth is. 


2 Percentage of population owning stocks: but 


A 


GB 11% 


Percentage of stock owners with an online 


trading account: 


GE 20% 
4% 


tional and international 
ployments. “We have in fact 
launched the first wave, which 
starts out with Swedish cus- 
tomers trading U.S. equities,” 
he said. “We'll be offering the 
ability for ETrade France and 
ETrade Australia to be trading 
U.S. stocks by the end of the 
calendar year.” 


de- 


Technology Glitches 

But the partner ap- 
proach doesn’t mean the tech- 
nical side is always a breeze. 

Ameritrade picks partners 
based on their positioning in 
the market and the territory 
they not necessarily 
their strengths in technology, 
Ditmore said. As a result, he 
added, Ameritrade is often 
called on to supplement the 
technology of the local partner 
— to set up dedicated commu- 
nication lines, for example. 

“The requested 
range pretty widely,” Ditmore 
said. But the process moves 
quickly. “We can actually get 
the entire link up with our for- 
eign partners in under a month 
and have it working, typically. 
in two to weeks,” he 
added. 

The technological hurdles 
are getting easier to overcome 
because of the Internet, said 
John McKinley, chief technolo- 
gy officer at Merrill Lynch. 

“It starts with some things as 
simple as everyone converging 
on IP networks in communi- 
cating with one another,” he 
said. “You’re supporting a sin- 
gle solution, so there’s a lower 
cost to connect market partici- 
pants, from a hardware and 
systems software perspective.” 

In addition, he said, the evo- 
lution of data standards and, in 
particular, the transition to 
XML-based standards, is mak- 
ing life easier for everyone in 
the financial services industry. 

Tying into new clearing sys- 
tems — where trades are offi- 
cially confirmed — can still 


even 


cover, 


services 


three 


g@US 
@ EUROPE 


pose a_ challenge, 
said McFadden. Each 
country has its own 
computer 
for finalizing trades, 
the integration 
isn’t much of a hard- 
ship when local part- 
ners know the sys- 
said 
he agrees local part- 
ners are key. “Each 
of the foreign ex- 
changes has 
complex regulations 
— and interfaces.” 

McFadden said 
found that US. 
have many difficulties coordi- 


systems 


tems. Ditmore 


very 


she hasn't 
employees 


nating with foreign staffers, ei- 
ther. “The technology people 
all speak the same language 
around the world,” she said. 
But the differences in lan- 
guage and culture do create a 
need for dedicated Web sites. 
McFadden said DLJ employs 
multilingual usability experts 
who travel to joint ventures 
overseas to with 
staff who understand the local 
market and culture 
Chicago-based Timber Hill 
was a longtime holdout against 
having Web sites in multiple 
languages but now has several 


work local 


foreign language sites, includ- 
ing ones in French and Chi- 
nese, in the works. 

Most brokerages won’t com- 
ment on the cost of all this ex- 
pansion or early returns they 
may be seeing. But some are 
clearly big-dollar deals. 


Broker Seeks 


BY MARIA TROMBLY 
Greenwich, Conn.-based The 
Timber Hill Group is a broker- 
age that primarily served insti- 
tutional customers — until its 
online trading arm, Interactive 
Brokers LLC, opened up its 
proprietary trading platform to 
retail customers in 1998. 

Unlike most online broker- 
ages, which are browser-based, 
Interactive Brokers asks cus- 
tomers to download trading 
software, which works over the 
Internet or a leased line. This 
offers customers faster execu- 
tions and continuous price up- 
dates, David Friedland, 
managing director of the com- 
pany’s Asia Pacific region. 

Interactive Brokers has cus- 
tomers in 71 countries and con- 
nections to 39 exchanges in 17 


said 


ETrade spent $122 million in 
stock, for example, to buy TRI 
Holdings Ltd., a Dublin-based 
company that 
stock trading in multiple cur- 
rencies to institutional clients 
and is active in 35 nations. 

Yet not everyone has those 


offers global 


resources to spend. 
“Globalization overall will 
hurt the smaller players who 
can’t afford to cover the vari- 
ous marketplaces,” said Larry 
Tabb, an analyst at Needham, 
Mass.-based TowerGroup. 
Some 65% of the member- 
ship of the National Associa- 
tion of Securities 
(NASD) is made up of firms 
with fewer than 10 employees. 
These firms may the 
choice of either adding more 
employees to handle 
tomers who decide to trade af- 


Trading Ticker 


Ameritrade has seen online 
trading take off: 


Dealers 


face 


cus- 


Broker-assisted trades 
December 1994: 68% 
March 2000: 13 %o 
Other automated systems 
(such as touch-tone phone) 
December 1994: 31% 
March 2000: 4% 
Internet trades 


December 1994: 1% 
March 2000: 833 %o 


Retail Markets 


nations, according to Timber 
Hill Chairman Pe- 
terffy. Each customer can buy 
and trade stocks in his own 
country, he said. In ad- 

dition, most customers 

can buy US. 
and European 
dents can buy stocks 
in European countries. 

The every- 
one can’t buy stocks 
everywhere isn’t tech- 
nological — it’s regula- 
tory. Peterffy said it 
probably won't ever be 
possible. 

“The SEC and the Commodi- 
ties Future Trading Commis- 
sion want to make sure that cus- 
tomers are protected,” he said. 
“There will probably always be 
certain rogue countries that 


Thomas 


stocks, 


resl- 


reason 


trading 


PETERFFY: 
Regulation is 
delaying global 
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ter hours — which may not be 


cost effective — or losing those 
customers to 
online brokers. 

Alan Davidson, a former 
member of the NASD board of 
directors and 
dent of the Independent Bro- 
ker-Dealer Association, said he 
wants New York-based Nasdaq 
Stock Market Inc 


technology to give its smaller 


larger firms or 


current presi- 


to invest in 


members more access to after 
hours and overseas trading 
“The technological barriers 
not formidable, but they’re 
not being addressed,” he said 
Nasdaq 
ment 


are 


declined to com- 
The largest firms face the 
opposite problem — they have 
too much staff, too many lega- 
cy systems and too much in- 
vested in satisfying existing 
customers — although some 
that those high-end 
clients want brokers, not com- 
puters, to make their trades. 
“The high-net-worth clients 


claim 


want to speak with someone,” 
Veronique Weill, 
technology officer at J. P. Mor- 
gan & Co. in New York, which 
won't roll out its online service 
in Europe until at least the end 


said chief 


of this year. “They’re not look- 
ing for execution on the Web.” 
Time may tell. B 


—e 


page 42. And for a 


come up with fake securities.” 
Analysts said they agree that 
technology isn’t delaying glob- 
al stock-market 
“The main obstacle is regula- 
tions in 


integration. 
various countries 
about who can buy and sell 
stock,” said George Barto, an 
Stamford, 

Gartner 


analyst at 
Conn.-based 
Group Inc. 
And Rosemary Mc- 
Fadden, director of 
global business devel- 
opment at DLJdirect 
Inc. in Jersey City, N_J., 
said her company will 
be ready to offer cus- 
tomers a greater vari- 
ety of stocks when the 
laws change. “The technology 
is the easier part of this,” she 
said. “But regulators, by defini- 
tion, don’t move all that quick- 
ly even though clearly the 
technology has created a glob- 


al financial village.” D 
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Spam me 


T’S FASHIONABLE these days to decry spammers in the 
strongest of terms. After all, they sully the Internet with their 
tawdry come-ons. They clutter our mail queues and waste our 
time. They clog corporate networks. 
But why all the fuss? Doesn’t anyone but me have a delete key? 
In our zeal to deter spam artists, we go so far as to applaud organiza- 


tions like the Mail Abuse Preven- 
tion System (MAPS), which last 
week won a court decision affirm- 
ing its right to publish a list of com- 
panies accused of spamming. By us- 
ing MAPS’ list, Internet service 
providers can torch spam before it 
fouls your mail client. 

Spammers are so distasteful that 
they have become central to Ameri- 
ca Online’s legal argument in de- 
fending its approach to Instant Mes- 
senger. What AOL tells the court 
and the public is that it virtuously 
locks out competing instant messaging pro- 
grams to protect us. AOL claims it has the 
“right” technology to employ on the front lines 
against spam. Those FreeIM competitors? Well, 


MARK HALL is Computer- 
world’s West Coast 
editor. You can contact 
him at mark_hali@ 
computerworld.com. 


providers, they are deferring their 
antispam efforts to the work of 
groups like MAPS, whose Realtime 
Blackhole List includes spammers 
and the networks that carry them. 

I’m not advocating that IT permit 
spam onto its networks willy-nilly. 
Yet I can’t believe that managers 
should abdicate their responsibili- 
ties to others outside their organiza- 
tions. It’s an issue that even MAPS 
argues needs to be discussed openly. 

I understand that spam is waste- 
ful and annoying, but I also accept it 
as the trivial detritus of a complex medium. 


| Even though every letter I receive from the 


U.S. Postal Service doesn’t turn out to be a per- 


| sonal note from a Pulitzer Prize winner, I don’t 


they’d leave the drawbridge down for barbarian | 
| cery store fliers or an appeal from the National 
| Multiple Sclerosis Society. Let me judge the 
| usefulness of the information for myself. In 


spammers to pillage the Internet castle. 

All of this rhetoric makes me worry a bit 
about the First Amendment implications of 
MAPS’ vigilante approach to stopping spam. 
There’s also part of me that scoffs at AOL’s pa- 
ternalistic tactics, just as the FreeIM lawyers 
did last week, chiding AOL for its “hypocrisy.” 

Most IT managers let the spam wars rage 
outside their domains. Like many service 


Lies Mt (dos tSrrai!2 Fis.nel 


want it to stop bringing me unrequested gro- 


fact, I fear more those trying to protect me 
than those trying to spam me. After all, I can’t 


use the delete key on something I can’t see. 


Spam may not be enshrined in the First 


| Amendment, but dealing with it is a right I pre- 
| fer to keep for myself. D 


HOLD ON, DAVE- 
TSMELL A 
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| DON TENNANT 
‘Lane’s departure 
ends the battle 
of egos at Oracle 


AST MONTH’S resignation of Ray 
Lane, Oracle’s president and chief 
operating officer, reportedly came 
| as a surprise to analysts. I had to laugh. 
| The only surprise, given the clash of 

egos between Lane and CEO Larry Elli- 
son, is that Lane stuck it out for eight 


| years as Tonto to Ellison’s flamboyant 
| Lone Ranger persona. 


I can remember sitting with Lane over break- 
fast in the coffee shop of the Grand Hyatt Hotel in 


| Hong Kong back in February 1994, two years after 


he joined Oracle to head its U.S. operations. He 
was telling me all about 
| how Oracle had been run 
| by a bunch of “kids” who 
were so busy making mon- 
ey that they didn’t take the 
time to build an infrastruc- 
| ture or a long-term busi- 
| ness plan. 

When I asked him what 
the company needed to get 


on the right track, his re- DON TENNANT is 


Computerworld’s 
assistant news editor. 
Contact him at 


| sponse was remarkably 
| candid, if self-serving. 

“The company needed 
some adults,” he said. 
| “Even Larry. If you look at 
Larry’s background, he’s extremely bright and ex- 
tremely worldly. ... [But] this is a guy who’s a 
programmer — very technical. So nowhere in his 
| career did anyone tell him how to sell and distrib- 
ute software or how to build organizations. Larry 
would be the first one to admit he doesn’t know 
how to do that.” 

He would? A year later, I had a chance to find 
out for myself. Fittingly, I was sitting with Ellison 
in the exquisitely furnished presidential suite of 
the same hotel. I eased into the Lane question 
with a preface: I mentioned that Lane called him 

“extremely bright and extremely worldly.” 
| “Ray is a very astute observer,” Ellison replied 
| in quintessentially Ellisonian style. It was perfect. 

“Funny you should say that,” I said. And I went 
on to recount what Lane had said about Ellison 
being the first to admit that he’s clueless about 
selling software and building organizations. 
| “No, Ray would be the first one to admit it. I’'d 
| only be the second,” Ellison responded good- 
naturedly. Yet he couldn’t just let the comment 
slide. “ ‘Don’t know how’ is a bit extreme,” he 
said. “It’s very hard to figure out which comes 
first: lack of interest or lack of ability.” 

In any case, Lane’s irreverence never waned. 
The last time I spoke with him, which was in No- 
vember, he made it clear how strongly he dis- 
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agreed with the business-unit accountability 
model that Ellison had implemented. And he ac- 
knowledged that he was frustrated. “I'd just like 
to do what I think needs to be done,” he said. 

That’s why it’s surprising that Lane put up with 
playing second fiddle for so long. This is a man 
who sees himself as the show-runner. Finally, the 
days of being down in the coffee shop are over. 
This guy wants the presidential suite. D 


TIMOTHY C. HOFFMAN 
Finding the 
blessings, curses 
of technology 


OW MANY TIMES have we heard 
someone say, “I couldn’t live 
without my computer”? 

We live in a milieu unlike any other in 
human history. Technology has made 
many lives happier, healthier and 
smarter, albeit not necessarily wiser. If 
we look at the advances made in medi- 
cine in the past 10 years, we will note a 
major improvement in general health and longev- 
ity. This would seem to be a good thing. On the 
other hand, these same technological advances 
have presented us with some gut-wrenching deci- 
sions. Not even King Solomon could come up 
with answers to the questions that this man-made 
technological reality presents. 

We can prolong the lives of terribly ill patients; 
we can create life in vitro (“test-tube babies”); we 
can keep babies alive who 
are born as early as five 
months premature. What 
technology! 

But is this the moral 
thing to do? Do we as a so- 
ciety have the right to 
choose who will live and 
who will die? Not to men- 
tion the technology in- 
volved in capital punish- 
ment that utilizes a clean, 
sterile, almost medical 


TIMOTHY C. HOFFMAN is a 
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methodology in our exe- 
cutions. 

Let’s examine how tech- 
nology can be a blessing and a curse. 

It’s a blessing to have human contact and con- 
versation. Shut-ins may now communicate with 
others via the Internet and not feel so alone. 
Through chat rooms, they can find mutual sup- 
port for whatever is ailing or bothering them. 

But that same technology is a curse when it can 
fool a youngster into believing that the person 
he’s communicating with is another teen-ager 
when, in fact, it is a sociopath trying to hook a 
victim. This happens, and there have been vic- 
tims swindled and murdered. 


Two things struck me while visiting the Tall 
Ships 2000 parade in Boston last month. First, 
while looking at the map I printed out from the 
Internet, it dawned on me that men in these same 
kinds of vessels actually lost their lives while ex- 
ploring the unknown world for the purpose of 
mapmaking. 

The other thing that caught my attention was 
the number of cell phones being used. They were 
everywhere. We have so many ways of communi- 
cating with others, yet some people don’t even 
know their next-door neighbors. We talk on cell 
phones while we only look at the strangers who 
live next door! Fascinating human beings are we. 

The Internet can be a fabulous wonderment, 
but it can also unleash terrible addictions. There 
are addictions to sexual fantasies in chat rooms, 


| gambling and compulsive buying. There are sports 


freaks who spend otherwise valuable time surfing 
for scores, and investors looking for stock quotes. 


29 


Meanwhile, parents who are enamored with 
technology don’t see or appreciate the natural 
awe and beauty in their children. And children 
themselves neglect family and homework for 
cheap and “free” thrills through technology in 
stead of concentrating more on working hard for 
good grades in school. 

We really don’t think of 
of — the power the Internet has given us: power 


and even aren’t aware 


to do good as well as evil. Aren’t we like the chil- 
dren of Israel in the desert? I hope we make the 
same choice they did. When Moses presented the 
Israelites with the Ten Commandments, they 
were told: “I present you with a choice. Before 
you is the blessing and the curse. Life and death. 
Choose the blessing that you may have life.” 

I hope we are as wise as the ancient Israelites 
were and choose the blessing. Technology should 
be used with knowledge of it, respect for others 
and maybe even a little fear of its power. D 


Movie ratings aren't 


| amatter of law 


AUL KIRCHNER, in 

a letter on July 10, 

indicates that it is 
unlawful for minors to 
buy pornographic mate- 
rials or purchase a ticket 
to an R- or X-rated 
movie. He implies that 
there is a contradiction 
between this prohibition 


and the unconstitutional- 


ity of the online child 
protection law. I believe 
Mr. Kirchner has con- 


fused a number of issues. 


The prohibition 
against individuals un- 
der the age of 18 pur- 
chasing tickets to an 
R- or X-rated film is a 
contractual issue. The 
rating of a film is not a 
function of government, 
nor is it legally mandat- 
ed. It is a voluntary sys- 
tem created by the mo- 
tion picture industry. 

Likewise, the movie 
theater industry has es- 
tablished a contractual 
position that it will not 
enter into a contract to 
rent a seat in its theaters 
to minors when it is 
showing films of this na- 
ture. No government 
prohibition has been es- 
tablished. 

The Internet pornog- 
raphy industry has insti- 
tuted a similar contrac- 
tual prohibition for mi- 


nors. It requires an indi- 
vidual to provide infor- 
mation (credit card, etc.) 
to indicate that the indi- 
vidual is mature enough 
to use its products. 
When Mr. Kirchner 
adds the question of a 
controlled drug (alco- 
hol) to his equation, he 
further distorts the issue. 
The use of alcohol is not 
a free-speech issue. 
Arthur L. Friedman 
Garden City, N.Y 


Distasteful flackery 


HANKS, Patricia 

Keefe, for nailing 

Oracle chief Larry 
Ellison on his hypocrisy 
regarding Microsoft 
(“People in Glass Houses,” 
News Opinion, July 10]. 

One point that needs 

to be made: While Judge 
Jackson was unitn- 
pressed with the pseudo- 
independent voices 
bought and paid for by 
Microsoft, the buying of 
supposed experts for the 
purposes of influencing 
public opinion is dis- 
tasteful and disturbing. 
As part of a larger soci- 
etal trend, I believe it 
threatens our society in 
many ways, not the least 
of which is our inability 
to pick out factual infor- 
mation from the flood of 
flack-junk streaming our 
way. It’s propaganda 
pure and simple, and it 


threatens legitimate 
journalism as well. 
Norm Cimon 
Systems analyst 
USDA Forest Service PNW 
Experiment Station 
La Grande, Ore 
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Why jobs go empty 


NY CHANCE OF 

getting Meta 

Group Inc. to pro- 
vide the skill sets, salary 
bands and locations for 
their estimated 400,000 
vacant IT jobs in the U.S 
[“Congress Blasts Poor 
IT Diversity Record,” 
Business, July 24]? 

From what I'm seeing, 
these jobs are vacant be- 
cause companies don’t 
want to pay what is be- 
ing asked for and are 
looking for the high- 
skill/low-wage employee 
(code words for single 
parent, woman, minority, 
H-1B, green card, etc.). 
Stephen Cooney 
Project manager 
Hartford, Conn 
steve@seadp.com 


Learning user needs 


D YOURDON’S July 

24 column [“Soft- 

ware, the ‘e’ Way,” 
Business] regarding 
methods to identify end- 
user requirements dur- 
ing software develop- 
ment misses the mark in 


one significant respect. 

I agree that there have 
been many “hot” tech 
niques that don’t seem 
capable of adequately 
identifying user require- 
ments. However, there’s a 
core set of user-centric 
design methods that has 
been around for at least 
20 years. These tech- 
niques work well to iden- 
tify end-user require 
ments. They work in 
practical, project-orient- 
ed settings. They work in 
the accelerated dev elop 
ment time frames typical 
of today’s Internet-cen- 
tric environment 

Many software devel- 
opers and managers don’t 
use these techniques, ei- 
ther through ignorance 
or the “it’s not software 
engineering” syndrome 
Hey, try ’em. Call your lo- 
cal human factors spe- 
cialist for details 
Michael E. Maddox 
Principal scientist 
Sisyphus Associates 
Madison, N.C 
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comments from its readers 
Letters will be edited for brevity 
and clarity. They should be ad- 
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Include an address and phone 
number for immediate verification. 





THE COMMERCE. 





DELL© 


LL — 


800.873.1120 | www.dELL.com 





YAVID F 
The real labor 
issues for the 
next president 
HO DOESN’T LOVE election 


year political theater? Candi- 
dates duking it out daily over 


OOTI 


dozens of the most perennially divisive 
political issues in the land. Just insert 

new candidates every four years, wind ’em up and 
watch the fun. 

You might think this year would be different, 
what with all the hubbub over cyberspace eco 
nomics and trade, Internet-related copyrights and 
intellectual property, H-1B visas and the shortage 
of tech workers and everything else having to do 
with riding the high-tech boom and easing our 

country into the informa- 
tion age. Sure enough, if 
you visit the campaign 
Web sites of Al Gore 
(www.algore2000.com) 
and George W. Bush 
(www.georgewbush.com), 
you'll find technology list- 
ed in the issues agendas 


and lists of ideas and 
DAVID FOOTE is managing 
partner and research di- 
rector at Foote Partners 
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firm in New Canaan 
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dfoote@footepartners.com 


promises from each camp. 

What you won't find is 
anything substantial for 
the next Congress and ad- 
ministration, which will 
feel huge pressure to re- 
form employment-related 
labor and tax laws that haven’t fundamentally 
changed in four decades. That’s very disturbing. 
These laws will choke our nation’s attempts to 
field an Information Age workforce to meet the 
enormous challenges of the New Economy and 
maintain America’s competitiveness globally. 

Gore’s main themes in technology and New 
Economy policy are to continue creating jobs and 
building a strong economy; cut taxes and increase 
investments to support high-tech research and 
development and spur innovation and growth; 
open up global markets in cyberspace to sell 
more U.S. goods; better educate the young; and 
train workers to assume their places in the “work 
force of tomorrow.” 

Bush also wants to cut taxes, encourage invest- 
ment in R&D, pursue free trade in cyberspace 
(with “sensible export controls”), reform educa- 
tion and create jobs. His mantra is to “encourage 
continued growth of the New Economy” and en- 
sure opportunities so that “all Americans share in 
[its] benefits.” Some of his other main technology 
themes: dramatically raising the H-1B visa cap; re- 
ducing frivolous lawsuits imposed on high-tech 
companies and small businesses; strengthening 
math and science curricula and creating commu- 
uity technology centers; and providing “assistive” 


technology to the disabled. He would also ap- 
point a government-wide CIO and provide a $100 
million fund to support interagency information 
sharing and electronic procurement initiatives. 

But what will the new faces of 2001 do about 
the rapid disintegration of the basic corporate 
workforce model, which is built on command- 
and-control hierarchical principles but is stum- 
bling badly now that speed and flexibility are so 
critical to innovation and growth? Who will lead 
debate over revisions to federal policies and laws 
that will encourage the proliferation of just-in- 
time workforces comprising short- and long-term 
temporary employees supplying diverse, adapt- 
able skills — not the fortification of current laws 
and disincentives that constrain companies with 
static workforces of full-time employees? 

At issue are numerous archaic codes and legal 
tests on the federal books that must substantially 
change as we usher in the New Economy of the 
Information Age, not stopgap measures and pas- 
sive rhetoric we’re hearing this election season. 

Either the new president and the next Congress 
will show some long overdue leadership, or the 
courts will step in to decide issues related to tax 
and labor reform. Let’s pray it’s not the latter. D 
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Human beings: 


A CIO’s most 
important network 


FACULTY COLLEAGUE AT Car- 

negie Mellon University and I re- 

cently discussed the “other” net- 
work. During this 
chat, three other 
educators walked by and, 
hearing the conversation, 
thought we were talking 
about three different tech- 
nological networks. 

But they were mistaken. 
While this debate indicat- 
ed that there are many net- 
works for information 
technology leaders to wor- 


THORNTON MAY recently 
became chief awareness 
officer at Guardent Inc. in 
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ry about, the network my 
colleague and I were fo- 
cusing on was the “human 
network” that lies at the 
base of all IT leaders’ success. 
I’ve long been convinced that the CIO’s job is 
too big. This proliferation of “other” networks is 
just another example. Hillary Clinton says, “It 
takes a village to raise a child.” In that same vein, 
it takes a transorganizational human network to 
manage IT. The days of the solitary, heroic man- 
at-the-helm kind of CIO are dead, gone and 
buried. If you manage your network of human 
contacts, the “other” networks will fall into place. 
The leading expert on human networks is a 
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wonderful woman who used to be on the Univer- 
sity of California at Los Angeles faculty, Karen 
Stephenson (karen.stephenson@netform.com). In 
addition to being an archeologist, she has devoted 
massive effort to researching the behaviors of the 
modern tribes inhabiting our corporate jungles. 

Stephenson has mapped out the human net- 
work, creating what some refer to as a Cliffs Notes 
for culture. Want to keep your job, be smart and 
fast and drive your costs down? Focus on building 
and strengthening your human network, she says. 

Before we discuss the types of people to in- 
clude in your network, let’s examine the personal- 
ity traits they must bring to the party: 

1. They gotta be smart. 

2. They gotta be — and stay — current. 

3. They gotta be honest — their job is to stimulate 
your thinking in new perspectives. 

4. They gotta be funny — nothing is less helpful 
than a bunch of blowhards who take themselves 
way too seriously. 

5. They gotta be objective — they can’t use this 
platform of trust to try to sell you something. No 
conflicts of interest. 

Blanche DuBois, the heroine in Tennessee 
Williams’ A Streetcar Named Desire, couldn’t have 
been more wrong when she cooed, “I have always 
relied on the kindness of strangers.” CIOs do this 
too often and find themselves not bumping into 
digital Samaritans, but rather falling into the 
hands of unscrupulous vendors. 

Vendors tend to be blind to the realities of hu- 
man networks. They’re seduced by the visibility 
of organizational hierarchies. At the top of the hi- 
erarchy sits the budget brass ring. Or does it? 
Things actually get done through mechanisms 
not seen on the organizational chart — in human 
networks that extend outside the organization. 
Case in point: The supply-chain executives at a 
major clothing retailer had become seduced by an 
enterprise resource planning vendor. Seeking to 
reinject rationality into the decision-making 
process, the CIO flew in one of his network mem- 
bers, the CIO at a major computer retailer, to de- 
bunk the vendor’s claims and document just how 
tough things could get. 

If you were to run a diagnostic test on your hu- 
man network, what would you find? Similar to 
managing a physical telecommunications net- 
work, the first step on the road to effective human 
network management is to create a map. Who do 
you know and more important, who knows you? 

You're in trouble if: 


| 1. You don’t have an advisory board populated by 


brand-name CIOs and representatives from acad- 
emia and the trade and business media, plus ana- 
lysts from an investment house that covers your 
industry and research firms like Gartner or Meta. 
2. You’re not actively involved in IT-related exec- 
utive education programs at major business 
schools. Start as a student with the intention of 
joining the faculty. 
3. You’re not on the advisory boards of your top 
vendors and of the trade publication you most 
respect. 

Build your human network so you can sleep 
better at night. D 
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ASPs UNDER 
CONSTRUCTION 


Contractors are finding 
big cost savings by turn- 
ing to Cephren, an appli- 
cation service provider 
(ASP) that specializes 
in information technol- 
ogy tools to streamline 
large-scale construction 
projects. Many in the in- 
dustry say that such ser- 
vices have helped cut 
costs dramatically but 
that standards among 
ASPs will bring further 
benefits. » 36 


PRIVATE MATTERS 


Data about online custo- 
mers is gold for e-com- 
merce operations. But in 
their overzealous efforts 
to gather such infor- 
mation, businesses can 
wind up harming them- 
selves more than help- 
ing, writes Kevin Fogar- 
ty. The answer, he ar- 
gues, is strict federal 
regulation of the collec- 
tion and use of online 
customer information, 
to help businesses steer 
clear of trouble. » 36 


DATA GUIDELINES 


The top network adver- 
tisers, including Double- 
Click, have agreed to a 
set of self-regulatory 
guidelines that could 
change the way e-com- 
merce companies handle 
private online data. But 
privacy advocates say 
they’re concerned that 
the guidelines don’t go 
far enough and that 
smaller companies won't 
adhere to them. » 37 


KING OF THE NET 


As tens of thousands 

of Elvis fans descended 
on Graceland last week 
for the 23rd anniversary 





of his death, the official 
Elvis Presley Web site 
was relaunched. The 
night before the site 
went live, the media di- 
rector of Graceland and 
one of the site’s design- 
ers talked with Comput- 
erworld about what it’s 
like to work on www. 
elvis-presley.com. » 38 


TIGHTENING 


MARKET FOCUS 


Banks, law firms, retail- 
ers and even malls are 
taking the ASP model a 
step further by turning 
to vertical service pro- 
viders (VSP), which fo- 
cus on specific indus- 
tries. Businesses that 
use VSPs say their pro- 
gramming expertise 
and time-to-market ac- 
celeration are the top 
reasons for choosing 
them.» 40 


EASY CONTACT 


Voice service providers 
are popping up to offer 
businesses a single num- 
ber for their cellular, 
home and office phones 
and fax machines. The 
service also converts 
text messages such as 
e-mail into voice mes- 
sages that can be ac- 


cessed by phone. » 41 


CAMP BENTLEY 





Campers at Bentley Col- | 


lege’s summer program 
are quick to stress that 
they’re not attending a 
computer camp. In fact, 
the girls-only program, 
believed to be the only 
one of its kind in the na- 
tion, mixes business and 
technology to spark in- 
terest in business and IT 
careers among girls en- 
tering their sophomore 
and junior years of high 
school. » 44 
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“IT’S GOING TO BE important that the financial institu- 
tions don't see themselves as competitors,” says Steve 
Ellis, executive vice president of Wells Fargo’s Wholesale 
Internet Solutions Group 


MONEY MAKES THE 


WORLD GO ’ROUND 


ONLINE PAYMENT SYSTEMS HAVE been met with a great deal 
of resistance to date, but analysts say things are start- 
ing to change. New moves by start-ups and banks to 
close security gaps and open their doors to small 
and midsize businesses are helping to 
speed the acceptance of online business- 

to-business transactions. 
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Large-Scale Builders Nail Down Savings With Outsourcing 


Application service provider targets 
construction and architecture outfits 


BY MARK HALL 


Trying to get your electrician | 
| completely 


to connect with your carpen- 
ters during a kitchen remodel- 
ing project is a tough enough 
job. Imagine what it’s 


an office high-rise. 

That’s what application ser- 
vice provider (ASP) Cephren 
Inc. in Palo Alto, Calif., is at- 
tempting to do with its Web- 
project management, 
collaboration and large-format 
remote-printing tools. 

“In the past, we did every- 


based 


thing pretty archaically, using | 


voluminous rolls of paper sent 
by Federal Express,” said Clif- 
ford Macaylo, vice president 
of supply chain at Fishback & 
Moore Electric Inc. in 
Providence, N.J 


KEVIN 


New | 


| the discovery 


According to Macaylo, Ceph- 
ren’s hosted application hasn't 
eliminated paper 
from his life, but it has helped 


| him reduce and control it. Most 
like | 
getting together dozens of 

subcontractors while building | 
an urban light-rail system or | 


important, he said, it brings as 
much as 5% savings to the com- 
pany’s revenue by cutting back 


on time spent communicating | 
| with other subcontractors, pa- | 


per costs and staffing needs. 
“It may even be more than 
that,” Macaylo said. “All you 


| need is one litigation lawsuit, | 
and I can justify more than | 


that.” 
Central to any legal action in 
a construction project will be 





the hard-copy plans. Often, | 


just sorting through 


Having those immediately ac- 


moun- | 
| tains of blueprints and change- | 
| order forms can take weeks. | 
“irrefutable.” 


cessible to investigators during | 


FOGARTY 


stage of legal | 


BRICKS 


MASSIVE CONSTRUCTION SITES like this one can be an organizational 
hassle among subcontractors. But ASP Cephren is changing that 


proceedings will not only save 
time, but the parties are also 
likely to resolve issues before 
they go to court, Macaylo said. 
He pointed out that valid elec- 
tronic sign-offs on documents 
of “who did what when” will be 


Webcor Builders Inc. in San 


Mateo, Calif., uses Cephren’s | 


AND *GEIC 


application to solicit quotes | 


from suppliers. Webcor Presi- 
dent Andy Bell estimates that 
his company pockets $50,000 


per project in savings and said | 


that amount would quadruple 
if all his subcontractors got 
online. 

The savings alone justify 


using an ASP for a given proj- | 


KS 


Be careful what you wish for 


FF THE COAST OF MEXICO a few weeks 
ago, a lone fisherman battling a 10-foot 
marlin was impaled when the fish leaped 
into the boat, spearing him through the abdomen. 
Unable to handle the boat, the man drifted for 
two days until he was rescued by another vessel. 


Just goes to show that 
sometimes an asset you’ve 
fought for can be a bigger 
liability than you ever imag- 
ined. 

Now imagine being Toys- 
mart.com, whose 
long, drawn-out 
death throes 
show just how 
complex it is to 
live and die on 
the Internet, 
where customer 
information and 
privacy become 
at least as impor- 
tant as the prod- 
ucts you sell. 

Forced by 
bankruptcy 


KEVIN FOGARTY is 
Computerworld’s 
Business editor. Contact 


proceedings to sell off its 
assets, Toysmart executives 
planned to put its customer 
data up for sale. But that 
asset (one of the few signifi- 
cant ones it had) seemed to 
be tied up by 
Toysmart’s pre- 
vious privacy 
policy. 

A deal with the 
Federal Trade 
Commission 
(FTC) almost 
cleared the sale, 
but the company 
got sandbagged 
by a judge who 
thought the deal 
smelled funny. 
The attormeys 


| general of 44 states agreed, 


filing a legal brief in bank- 

ruptcy court opposing it. 
Toysrus.com, on the other 

hand, is facing two class- 


| action lawsuits alleging that 


it violated its privacy policy 
by sending customer data to 


| Coremetrics, a traffic analy- 


sis company. The lawsuits 
complain that Toysrus.com 
sent customer data to a third 
party. But Toysrus didn’t sell 
the data, it hired Coremet- 
rics to analyze its customers’ 
online behavior. 

This is the Web, where no 


one company does it all. 
Third parties host servers, 


maintain sites, serve ads, sell 


| ads, provide content and an- 


alyze data. For once, a ven- 


| dor’s whiney defense is per- 


fectly reasonable — which 
must be a first in the long, 
tawdry, mostly depressing 
history of how individual 
privacy is eroded on the 


Web. Whether a judge will 
agree remains to be seen. 
Then there’s DoubleClick, 


| a much juicier target for 


lawsuits and regulations 
when it comes to customer 


| privacy. DoubleClick’s fol- 


low-everyone-everywhere 


| approach softened only last 


month under pressure from 
the FTC and the threat of 
federal regulations that 
would penalize it for cus- 
tomer tracking — the core 
part of its business. 


' Empty Promises 


DoubleClick and eight 


| other network advertisers 


promise to follow a set of 


| self-regulatory guidelines 


that, they swear, will limit 


| the way they collect and use 
| customer data and allow 


users to opt out. 

That’s nice, but somehow 
it fails to inspire much con- 
fidence. Self-regulation 
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ect, Macaylo said, but he would 
like to see standards for inte 
gration with third-party appli- 
cations such as Microsoft Proj- 
ect emerge among ASPs. 
Macaylo said that during a 
construction project, the own- 
er often dictates which infor- 
mation technology tools and 
ASP services to deploy. 
“Standards make it easier to 
choose the right team,” he said. 


Getting in Agreement 

Analysts said they agree that 
data integration is a problem 
in the construction industry. 
But Dennis Byron, an analyst 
at International Data Corp. in 
Framingham, Mass., said he 
believes that if the building 
industry wants standards, it 
will need to drive them. Once 
the construction supply chain 
agrees on what it wants to see 
in its protocols and processes, 
he said, “technical people will 
follow.” 

Byron said he’s confident 
the builders will succeed. 

“This is the industry that 
makes a two-by-four in Massa- 


| chusetts the same as a two-by- 


four in Kansas,” he said. D 


| was how Toysmart and 


Toysrus were handling the 
customer privacy issue, too. 


| Customer data is the single 


most valuable thing on the 
Internet, to both e-com- 
merce vendors and their 


| customers. And I don’t like 
| to think that the privacy of 
| millions of Internet users is 


dependent on how seriously 
advertisers and retailers 


| take their privacy commit- 


ments. 

Especially if they’re out 
of business or on the edge 
of disaster, and they need to 
find assets to sell. 

Federal regulations that 
will protect consumers from 
invasion of privacy and on- 
line fraud are the only way 


to avoid situations like the 
| sellout at Toysmart and the 


confusion at Toysrus. 
Without regulations to 


| guide the honest and punish 
| the wicked, consumers on 

| the Web will continue to 

| feel exploited and with a 


target painted on their 
bellies, watching that mar- 
lin’s spike fly straight at 
them. P 
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Web Advertisers Make Promises on Privacy 


BY PATRICK THIBODEAU 

ASHINGTON 
Some e-commerce companies 
may soon have to change their 
online privacy policies and 
practices as a result of a recent 
agreement between large net- 
work advertisers and the Clin- 
ton administration regarding 
online data collection. 

In a landmark pact an- 
nounced late last month, Dou- 
bleClick Inc. and eight other 
network advertisers, which 
collectively own than 
90% of the market, agreed to 
follow a set of self-regulatory 


more 


guidelines for the collection of 


online data. The guidelines 
will ultimately affect e-com- 
merce sites through new con- 
tract terms they will get from 
the network advertisers. 
Federal officials said the ad- 
vertisers will raise the bar on 


online privacy for e-commerce 
sites. The advertisers said they 
hope the guidelines will slow 
efforts in Congress to pass pri- 
vacy legislation. Other observ- 
ers said they aren’t sure what 
the effect will be. 

“I’m not convinced that this 
will change anything in the 
near term,” said Jordan Rosner, 
director of new media market- 
ing at Pfizer Pharmaceuticals 
Group in New York. The guide- 
lines will improve the prac- 
tices of some big companies, 
he said, but there are still going 
to be firms “willing to take the 
risk of public backlash” over 
their privacy practices. 

The Federal Trade Commis- 
sion (FTC) applauded the self- 
regulation agreement devel- 
oped by the nine network ad- 
vertisers, known collectively as 
the Network Advertising Initia- 


BUSINESS 


tive. But the FTC said privacy 
legislation will still be needed 
to ensure that advertisers that 
aren't part of the group comply. 

Network advertisers supply 
banner advertisements but may 
also collect data on browsing 
habits largely through the use 
of cookies — unique identi- 
fication tags placed on end 
users’ computers. The agree- 


ment requires the consent of 


end users to collect that data. 
But the agreement 
opens the door to the most 


also 


controversial aspect of online 
profiling: the merging of per- 
sonal information, including 
names and with 
Web browsing habits — and 
sharing that information with 
third parties. Under the agree- 
ment, e-commerce sites that 
take this route will have to 
offer “robust” and explicit noti- 


addresses, 


) 


fication and give end users the 
ability to remain anonymous. 
This provision has alarmed 
privacy who 
they fear that end users, who 
don’t understand the implica- 
tions of advertiser data-shar- 
ing agreements, would trust 
one advertiser with personal 


advocates say 


| & JUST THE FACTS 


Low Profile 


= The Clinton administration-backed 
Network Advertising Initiative sets a 
number of self-regulatory guidelines 
for use in online profiling. 

= Web site users will be notified of 
network advertisers that profile activi- 
ties on host Web sites and have the 
ability to choose not to participate. 


w End users will get “reasonable 
access” to a network advertiser's 
profiles about them. 


= Prohibits the use of sensitive per- 
sonally identifiable information, such 
as medical, financial, sexual behavior/ 
orientation or Social Security numbers, 
in online profiling. 
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data, then find it spread among 
many others. 

“Clearly, if you read any ad- 
vertising statement, they’re not 
exactly neutral,” said Andrew 
the 
Electronic Privacy Information 


Shen, a policy analyst at 
Center in Washington. 

But the FTC can enforce the 
guidelines, said legal experts. 
If a company doesn’t follow its 
privacy policy, it risks legal ac- 
tion for deceptive trade prac- 
tices. “If a company posts a pri- 
vacy policy, it better be accu- 
rate,” said John Bentivoglio, a 
former chief privacy officer at 
the U.S. Department of Justice 
now an attorney at 
Arnold & Porter in Washington. 

DoubleClick says it has no 
plans to begin merging per- 
sonally identifiable data. In 
March, the New York-based 
company backed off plans to 
data with 
formation on Web surfing 
habits after facing wide-rang- 


who is 


combine such in- 


ing criticism. D 
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What It’s Like to Work on. . . 
www.elvis-presley.com 


When Elvis Presley sang “King 
of the Whole Wide World” in the 
1962 film Kid Galahad little did 
ow that one day he'd also 

be king of the whole World 
Wide Web 

But 23 years after his death 
on Aug. 16, 1977, the king of 
rock 'n’ roll is mentioned on 
more than 50,000 Web pages 
Last Wednesday, Elvis Presley 
Enterprises Inc. (EPE) re 
launched the official Elvis Pres 


ley Web site, just as 30,000 


fans were expected to converge 
in Memphis for Elvis Week 

On Friday, Aug. 4, as EPE and 
ts Web site design firm, Little 
Rock, Ark.-based Aristotle, pre 
pared for a soft launch the fol- 
lowing day, Todd Morgan, direc 
tor of media and creative devel 
pment at Graceland, and Nan 
y Mitchell, Aristotle project 
spoke with Computer 

what it's like to 
work on www.elvis-presley.com. 
What drove the new itera- 
tion of the Web site? 
Morgan: Half of the visitors to 
Graceland are under 35, so there 
continues to be an unbridled pas- 
sion and enthusiasm for discov 
ering Elvis. You just have to get 
Elvis a s work in front of peo 
ple, and he does the rest. He's 
our marketing director emeritus 
and he's still doing the job 
How did you reward the 
staff for the time they put 
in this summer? 
Mitchell: We're throwing a sur 
prise Blue Hawaii party. EPE 
sent us a cardboard stand-up of 
Elvis from Jailhouse Rock 
What’s EPE’s take on all 
the other Elvis sites out 
there? 
Morgan: There are 600 inde 
pendent fan clubs worldwide 

and it’s on our to-do list to 
have a means soon by which of- 
ficially recognized fan clubs that 
have their own Web sites will 
have a link. 
Were you looking for a de- 


manager 


word at 


sign firm with Elvis fans on 
board? 

Morgan: It isn't necessary to 
have the Elvis fever 
truckloads of that to the table 
He's at the heart of everything 
we do. We really just needed 
the expertise to help us bring 
-Ivis to the Internet. But it’s a 
huge bonus anytime a company 
has that great feeling, and we 
find that most people do 

Once you get nto your life 
and he gets ahold of you, you're 
gotten for life 

Mitchell: We bid on the project 
because we have a real Elvis 
fan on staff who wanted to go 
for the job. And once we got it 
our lead art director started lis 
tening to Elvis music nonstop to 
get inspired by Elvis 

What's it like to work at 
Graceland? 

Morgan: There's a warmth that 
the place has, and the imprint of 
Elvis’ spirit, of the life that was at 
Graceland when he was there 
And in those quiet moments, you 
just shake your head at how priv 
ileged you are to be a small part 
of it every day. Whatever role we 
all play, we know that the effort 
matters to millions of people. It's 
a good gig 

Do you have Elvis memora- 
bilia in your office? 
Morgan: Hanging on my wall 
are two original Elvis movie 
posters that | bought when | 
was a tour guide here in 83 
Elvis on Tour and Elvis: That's 
the Way It Is, because those 
movies were great moments for 
me from my childhood 
Mitchell: Everyone on our 
team at Aristotle now has a 
sticker of Elvis in his gold lamé 
suit. And we have Elvis pictures 
everywhere 

Would Elvis have been a 
fan of the Web? 

Morgan: Absolutely, without a 
doubt. Elvis was always aware 
of new technology and was 
usually among the first to have 
it. He had a telephone in a brief- 
case in the ‘60s and a couple of 
sky-to-ground phones in his jets 
[the Hound Dog II and the Lisa 
Marie). He had a big-screen TV 
in the mid-’70s. So he definitely 
would have been online as soon 
as it was available. He loved 
anything new 


we bring 


- Leslie Goff | 
(Igoff@ix.netcom.com) | 
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A flash from above 


RECENTLY LISTENED TO Chairman Bill (Gates, of course,) 
on the airplane audio channel on the way back from the West 
Coast after a meeting with Silicon Valley luminaries, which 
was preceded by a week of talking with CIOs at a conference. 
I flipped to Bill after getting fed up with the drone of bland- 


on-bland background music. Truly bored. Tried 
Gates. He was talking at some conference on 
wireless technology. Truly, truly boring. Verbal 
Muzak. Flipped back to the serenades-to-send- 
you-to-sleep channel. 

Stop! Woke up. That’s it! That’s the news for 
IT. Drone. Boring. Just what IT needs. Gates 
was talking about wireless and appliances that 
do whatever you want, how the Internet revolu- 
tion is just getting started and that networks are 
creating “e-everywhere” (I think that’s what he 
called it). I had heard the same general drift 
from CIOs and top executives across Silicon 
Valley — weeks of the same themes. Wireless is 
going to be big, so is XML; all appliances will 
have IP addresses; e-commerce will be truly, re- 
ally, ginormously and utterly ultrabig. Oh, and 
broadband is coming 

OK, you may say this isn’t news. But that’s ex- 
actly the real news: no new news. 
For the first time in many years, 
IT has a pretty good sense of di- 
rection for what I call platform 
technology — the basics of infra- 
structure. 

Windows 2000 looks like it’ll 
be — at last — the stable, reason- 
ably reliable core component of 
the platform. XML will solve 
many e-commerce problems, and 
broadband will increasingly lib- 
erate all aspects of information- 
media access and transfer. Every- 
thing in IT will evolve to being 
IP-based. 

Unix, Linux and NT can co- 
exist and co-link. Java and Jini are 
the cores of new systems devel- 
opment, systems integration and 
links from front-end Web and 
e-commerce tools to legacy sys- 
tems. The browser wars are over, 
as are the operating system de- 
bates. Sun has won the server 
wars. Enterprise resource plan- 
ning is done. Application service 
providers aren’t quite ready for 
prime time, but they’re the future of software 
services. Oracle and SQL Server may not be the 
best technology environment, but they work 
pretty well together. 

Of course, there will be many technology sur- 
prises and floods of innovation in the coming 
years. But for me, the key is that we now know 


Everything 
in IT will 
evolve to 

being 


the blueprints of the enterprise platform for the 
e-commerce era. 

Windows 2000 looks like it will provide what 
IBM offered for 30 years: a solid and reliable 
enterprise software base, plus a solid and reli- 
able technical service and customer support 
base (though support and service haven’t exact- 
ly been Microsoft's forte). XML is probably 
more important than Windows in the long run. 
So, too, for all its limitations, is the Wireless 
Application Protocol. Together, they begin to 
provide, if not the lingua franca for the next 
generation of e-commerce, at least the equiva- 
lent of English — a standard core language with 
plenty of dialects and variants, but no funda- 
mental impediments to communication. 

When broadband achieves critical mass, 
whether through third-generation wireless, ca- 
ble TV or Digital Subscriber Line, useful inno- 
vation will be everywhere. What 
has happened with MP3.com will 
happen with every element of in- 
formation: communication. 

So, from 31,000 feet, the view 
of the IT terrain looks good. 
We're on top of things at last. We 
can plan ahead. We have maps. 

But coming down to earth, 
what about the IT skill base for 
this new world? Chairman Bill 
didn’t mention that. Nor did the 
vendors’ CEOs or CIOs. Technol- 
ogy isn’t the news. The news is 
the ever-more urgent need for di- 
versity in IT, for sustained train- 
ing and for new blood in areas 
such as digital content manage- 
ment for broadband, develop- 
ment of multimedia-based appli- 
cations, object databases and 
next-generation business-to-busi- 
ness and business-to-consumer 
e-commerce. IT has the technolo- 
gy platform map. But where’s the 
human resource map? 

Technology is always really 
about people. We know where IT 
is going technologically. But in the skills and ex- 
perience area, we’re wandering in the dark. D 


Keen (peter@peterkeen.com) is chairman of Keen 
Education in Fairfax Station, Va. His new book, The 
eProcess Edge (written with Mark McDonald) is co- 
published by Computerworld. 
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Vertically 
inclined 


Anew twist on outsourcing 
emerges in the form of 
vertical-market application 
service providers, or VSPs. 
By Joanie Wexler 


ECAUSE IT’S GETTING tougher 
to be a jack-of-all-trades in 
information technology, the 
application service pro 
vider (ASP) market is veer 
ing off its original course to 
serve customers in specific 
vertical industries. 

This new breed of ASPs 
dubbed vertical service providers 
(VSP), focuses on delivering industry 
specific application hosting and rental 
services to manufacturers, health care 
providers, retailers, financial firms and 
companies in other markets. 

he lion’s share of ASP activity to 
date is happening in the vertical mar 
ket space,” observes Lew Hollerbach, 
an analyst at Aberdeen Group Inc. in 
Boston. “It makes sense to be special 
ized. ASPs in a particular market al 
ready know what their customers need 
and can add some additional services.’ 

Hollerbach says prices for ASP ser 
vices vary widely, depending on how 
broadly applicable the software is out 
of the box. Basic accounting applica 
tions from San Mateo, Calif.-based 
NetLedger Inc. run $4.95 per user per 
month, he points out. Intacct Corp. in 
Los Gatos, Calif., charges $49.95 up 
front for the first two users, then $4.95 
per user per month thereafter. 

At the higher end, hosted enterprise 
resource planning applications that 
need some tuning to a customer’s indi- 
vidual business can run from $10,000 
to $75,000 per month for an enter- 


prise’s user base, Hollerbach says. 


Companies tapping VSP services 
tend to be dot-coms or other start-ups 
and organizations that are launching 
e-commerce arms of their traditional 
businesses. What these businesses 
have in common is an urgent need to 
bring products and services to market, 
so business demands take precedence 
over IT support. Early VSP customers 
cite a provider’s access to program 


ming expertise and time-to-market ac 


Who Hires ASPs? 


Who are the primary corporate 
decision-makers when it comes to 
buying services from an application 
service provider? 

48% 30% 

Executive management Senior management 
(CEO, president, owner, (VP, general manager, 
partnerorchairman) financial officer or CIO) 


5% Other 


i———— 
MIS, information 
systems, IT or com- 
puter department 


11% 

Middle management 
(group or department 
director) 


celeration as the primary reasons for 
turning to these third parties. 

For example, when Los Angeles- 
based Express.com Inc. launched its 
DVD-based movie business in April 
1997, it had four employees and filled 
four orders that month. A year later, 
the company had 80,000 customers 
but was still using a credit-check sys- 
tem that required employees to key in 
customer data, await an e-mail reply 
for verification and then contact a cus- 
tomer if the verification didn’t go 
through, says Susan Daniher, Express.- 
com’s vice president of marketing. 

The credit-check system “was not 
scaling in syne with our business,” she 
says. “Our customer base was growing 
rapidly, and time was of the essence.” 
The company turned to Pandesic LLC, 
a Sunnyvale, Calif.-based VSP that fo- 
cused on the online retailing industry. 
Pandesic announced last month that it 
was shutting down operations but 
would help customers find a new 
provider [Page One, Aug. 7]. 

“Shopping cart, inventory manage- 
ment and credit-card processing were 
available right out of the chute,” Dani- 
her says. “We couldn’t possibly have 
gotten such a system up and running 
ourselves.” Daniher notes that Ex- 
press.com grew from $19 million in 
revenue in 1998 to $71 million last year, 
thanks in large part to the automation 
in the Pandesic-hosted applications. 


Instant Banking 

Digital Federal Credit Union, a $1.1 
billion (in assets) brick-and-mortar 
community bank in Maynard, Mass., 
didn’t want to make a huge capital out- 
lay when it opened an online branch 
about nine months ago. So it sought 
out the application-hosting services of 
Virtual Financial Services Inc. (ViFi), 
an Indianapolis-based VSP that offers 
a suite of online community banking 
products called InternetBanker. 

The software automates check im 
age delivery, deposits, account transac- 
tion histories and bill payments — all 
the core functions of a community 
bank, explains Jim Regan, senior vice 
president at Digital Federal. 

The main reason for tapping ViFi 
was its expertise, says Regan. “As a 
company [in an area that’s home to 
many high-tech firms and start-ups], it 
is a challenge for a small, private com- 
pany like ours to compete for highly 
qualified people to manage our online 
delivery system long term.” 

Regan says his company has experi- 
enced few glitches since going live. He 
reports that application availability to 
his 75,000 active online banking cus- 
tomers is respectable — between 
99.6% and 99.9% — though he says he 
wants 100%. 

Even mall owners are jumping into 
the VSP fray. For example, Chicago- 
based General Growth Properties Inc., 
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ACross Section of VSPs 


Ten application service providers 
that serve specific industries: 


ES PENAL Cay 


Casecentral.com Inc. Legal 
San Francisco 
www.casecentral.com 


DocumentForum.com 
Stoneham, Mass. 
www.documentforum.com 


EchoPass Corp. 
American Fork, Utah 
www.echopass.com 


General Growth 
Properties Inc. 
Chicago 
www.generalgrowth.com 


HotSamba Inc. 


Schaumburg, fil. 
www.hotsamba.com 


InfoCure Corp. 
Atlanta 
www. infocure.com 


Medi.com Health care 
Thousand Oaks, Calif. (claims processing) 


Legal 


Manufacturing 
(durable goods) 


Health care 


Wilmington, N.C. 
www. talkingnets.com 


Virtual Financial 
Services Inc. 
indianapolis 
www. vifi.com 


an owner and operator of 136 U.S. 
shopping centers, is rolling out a suite 
of retail-specific e-commerce applica- 
tions that mall tenants can rent. These 
applications include high-speed trans- 
action processing, training broadcasts 
delivered to point-of-sale terminals, 
sales data report generation and dis- 
tance merchandising delivered via 
networked, in-store surveillance 
cameras. 

“Our retailers don’t have the time 
and resources to do all the research on 
which e-commerce applications to 
purchase and then install and maintain 
them themselves,” says Charlie Graves, 
senior vice president of e-commerce at 
General Growth Properties. 

The services are available in test 
sites at the Rivertown Crossings Mall 
in Grand Rapids, Mich., and will be 
rolling out over the next year. “A suite 
of about 50 applications will be avail- 
able in all of our malls in time for back- 
to-school 2001,” Graves says. D 


Wexler is a freelance technology editor 
and writer in Campbell, Calif. 
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OM O’KEEFE’S ATTORNEY 
called to say hello only to 
reach a very sleepy client in 
the middle of the night, sev- 
eral time zones away. 
O'Keefe, president and 
chairman of Tulley’s Coffee 
Co., was snoozing in his ho- 
tel room in Singapore, but 
that didn’t stop his cell phone from 
bleating. The call, made to a phone 
number in Seattle, where O’Keefe lives 
and Tulley’s is based, was seamlessly 
routed from the U.S. to the cell phone 
on O’Keefe’s nightstand. 

O’Keefe and more than 100 of his 
key employees get the service through 
AccessLine Communications Corp. in 
Bellevue, Wash., which, along with 
firms like MessageClick Inc. in New 
York, represents an emerging breed 
of advanced voice communications 
outsourcers. 

These voice service providers are a 
far cry from consumer-oriented uni- 
fied messaging Web sites that consoli- 
date faxes and voice mail, such as 
Onebox.com in San Mateo, Calif., says 
Megan Gurley, an analyst at The Yan- 
kee Group in Boston. 

It’s easy to see why companies might 
be interested in farming out their voice 
services. A traditional corporate pri- 
vate branch exchange (PBX) costs 
about $1,000 per employee to buy and 
install, says Brian Strachman, an ana- 
lyst at Cahners In-Stat Group in Scotts- 
dale, Ariz. Even one of the newer serv- 
er-based systems costs about $500 per 
seat, he says. In comparison, it general- 
ly costs between $8 and $20 per person 


~ BUSINESS) 


to use a voice service provider, say ear- 
ly customers. 

These figures, coupled with Cahners 
In-Stat’s prediction in a recent report 
that large enterprises will become con- 
glomerations of regional branch of- 
fices, may position voice outsourcing 
as a viable alternative to buying and 
building such systems in-house 


Ricochet Messaging 

Although the new voice communica- 
tions outsourcers offer voice mail and 
fax services through a single number 
and can be accessed via the Web like 
their consumer services brethren, they 
provide a lot more business-level func- 
tionality than consumer services ven- 
dors do, Gurley says. The big differ- 
ence, say Gurley and customers like 
O'Keefe, is that a voice communica- 
tions outsourcer that targets business- 
es gives individual users the ability to 
customize voice communications over 
the Web or through touch-tone phones, 
based on their work and travel patterns. 

For instance, an employee who 
spends Monday and Tuesday at com- 
pany headquarters, visits clients on 
Wednesday and Thursday and then 
works from home on Friday could pro- 
gram a single outsourced phone num- 
ber to ricochet calls to his office, cell 
phone or home. From any phone, the 
worker could then screen and accept 
calls, access a single voice-mail ac- 
count and check e-mail and faxes. 

A system that connects employees 
moving hither and thither was just 
what Andy Pada Jr. says he was looking 
for when he found MessageClick two 


Call Here 
Ring There 


Companies look beyond 
the PBX for extended voice 
communications services. 
By James Cope 


TOM O'KEEFE and more 
than 100 of his key em- 
ployees at Tulley’s Cof- 
fee reap the benefits of 
having an ASP take care 
of the company’s voice 
communications 


months ago. “We have [mortgage] clos- 
ings happening every hour,” says Pada, 
vice president of Ist 2nd Mortgage 
Company of NJ. Inc. in Cresskill, N_J. 
Clients, real estate brokers and attor- 
neys need to communicate with one 
another in real time, he says 

When there’s a last-minute question 
before or at a closing, voice mail sim 
ply doesn’t work, Pada explains. Each 
of 30 customer agents at Pada’s mort- 
gage firm has a phone number as- 
signed by MessageClick. The numbers 
are tol! free. Users can instruct Mes- 
sageClick on routing incoming calls. 

Another MessageClick service that 
Pada says he likes is text-to-voice con- 
version. This system automatically 
converts e-mail messages to voice files, 
allowing Pada to listen to a computer- 
synthesized voice read e-mail text over 
the phone. Although the voice sounds 
too much like a computer, Pada says, 
he’s satisfied that the software agent 
doing the virtual reading correctly pro- 
nounces 90% to 95% of the words. The 
agent spells out words and acronyms it 
can’t pronounce, he says. 

The cost of using an outsourcer 
varies according to the number of em- 
ployees who use the communications 
services, combined with the level of 
services they use. For example, O’Keefe 
says he pays $16 per month for each of 
the 110 employees who have AccessLine 
numbers. Meanwhile, Pada pays about 
$8 per month per user for the 30 em- 
ployees who use MessageClick services. 

These costs can mount, especially at 


large companies like PeopleSoft Inc. i 
Pleasanton, Calif., where Engineering 
Vice President Neil Hennessy says he 
pays $10 per month for each of the 400 
salespeople who now use AccessLine 
Hennessy says his costs may rise be 
cause he may add 1,600 more users in 
the future. 

Nonetheless, O’Keefe says he’s con- 
vinced that outsourced voice commu- 
nications offer a viable alternative, 
both in cost and functionality, to PBX 
systems that require maintenance and 
upgrades and that may need to be re- 
placed to keep up with the needs of the 
business. 

Pada says voice messaging function- 
ality, such as having a mortgage loan 
specialist on duty 24 hours a day, is in 
valuable. “In today’s market, everyone 
has the same interest rate,” he says 
“What [voice outsourcing] does is 
make us a better service company.” D 


What [voice 
outsourcing] does 
is make us a better 
service company. 


ANDY PADA JR., VICE PRESIDENT, 
1ST 2ND MORTGAGE CO. 





HE ROAD FROM 
paper To virtual 
money has been 
blocked at ever y 
turn by cultural 
and technological 
barriers. But a 
new spirit of both 
cooperation and competition between 
fast young start-ups and traditional fi 
nancial institutions is beginning to 
push some of these barriers aside 

Within five years, the vast majority 
of business-to-business transactions is 
expected to be electronic, analysts Say, 
leading to faster payments, lower costs 
and, potentially, less fraud as stringent 
identity authentication and credit risk 
assessment procedures become easier 
and less expensive. 

These savings, combined with faster 
collections, integration with back-end 
procurement and financial systems, 
and access to a larger supplier and cus 
tomer base, could expand the U.S. eco 
nomic boom to the rest of the world, 
analysts say. 

“Money is always in search of the 
place where it gets the best return,” 
says Thornton May, until recently a fu- 
turist at Cambridge Technology Part- 
ners Inc. in Cambridge, Mass., and an 
occasional Computerworld columnist. 

The increased access to market in 
formation made possible by the Inter 
net, along with the ease of making 
electronic payments, will make it pos 
sible for companies to change suppli 
ers or distributors in real time on a 
global scale. 

“You will be able to exit bad resource 
allocations more quickly, which is real 
ly what's driving much of the New 
Economy right now,” he says. “It’s al 
most real-time feedback: That didn’t 
work; stop; try again.” 


Security Barriers 


While virtual transactions are gain- 


ing steam, the vast majority of pay- 
ments are still made with checks. 

According to Stamford, Conn.-based 
Gartner Group Inc., 14% of business- 
to-business payments are made elec- 
tronically. But that figure is expected to 
grow to 50% by 2009, says Gartner ana- 
lyst Avivah Litan. 

The biggest reason for the resistance 
to virtual payments is security, accord- 
ing to May. Companies, particularly 
those making large transactions, are 
concerned about the integrity of finan 
cial information that travels over the 
Internet, he says. 

“Companies are going to spend more 
on digital security [than Y2k],” says 
May. “Probably one and a half times 
more.” 

The threat isn’t only from hackers 
breaking into sensitive systems. Fraud 
is also a possibility: Persons or compa- 
nies passing themselves off as some- 
one or something else. 
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“There’s very little done now to vali 
date the identity of the person making 
an inquiry,” says Elizabeth Achorn, an 
analyst at Newton, Mass.-based Meridi 
en Research Inc 

But both banks and start-ups are be 
ginning to address the problem. Digital 
Signature Trust Co., a subsidiary of Salt 
Lake City-based Zions Bancorp., serves 
as a digital signature clearinghouse for 
banks. Other companies, including 
start-ups like Mountain View, Calif. 
based VeriSign Inc. and major credit 
card companies, also offer online iden 
tity verification and digital certificates. 
And the American Bankers Association 
recently initiated its own digital signa- 
ture program, called TrustID. 

But the process of using a digital cer 
tificate is still cumbersome and unat 
tractive to consumers, says Litan. Busi 
nesses are more likely than individuals 
to use digital signatures, she says, be 
cause they have more to lose from fraud. 


Open-Door Exchanges 

Large corporations have been ex- 
changing money electronically for 
decades with costly and complicated 
electronic data interchange (EDI) 
systems. 

These systems carry not only finan- 
cial transaction information, but also 
detailed data about the status of orders 

The advent of XML has recently al- 
lowed Web-based front ends to be in 


pee 


stalled on these systems, letting small 
suppliers compete on a more equal 
footing with the major players. 

“The big buyers and big sellers want 
[smaller companies] to participate 
without having to send a paper pur- 
chase order,” says Kevin Jones, an ana 
lyst at Jupiter Communications Inc. 

American Express Co. recently in- 
vested in start-up EC Co. in Palo Alto, 
Calif., which uses the Internet to inte- 
grate off-the-shelf small business ac- 
counting tools such as Intuit Inc.’s 
QuickBooks with the heavy-duty EDI 
systems used by large corporations. 

“These guys reach people who are 
hard to reach and bring them online,” 
Jones says, adding that American Ex- 
press also benefits from bringing small 
companies that use its credit card into 
EDI exchanges. 

The Internet has brought about a 
new alternative to the EDI-based sup- 
ply chain — the online business-to- 
business exchange. 

By 2003, one-quarter of business-to- 
business purchases will be made on- 
line, according to The Boston Consult- 
ing Group. That growth is expected to 
flourish most via digital marketplaces, 
such as VerticalNet Inc., Chemdex 
Corp. and e-Steel Corp. 

Gartner Group expects the number 
of online business-to-business ex- 
changes to climb from current esti- 
mates of 1,350 to about 3,000 by 2002. 


Ne 
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These exchanges — powered by 
companies such as Pleasanton, Calif. 
based Commerce One Inc., Mountain 
View, Calif.-based Ariba Inc. and New 
York-based TradeWeb LLC — offer 
small and large businesses an opportu- 
nity to find one another. 

Until recently, however, financial 
arrangements were an afterthought, 
with companies left on their own as far 
as payments were concerned. 

But after a number of third-party fi 
nancial service providers sprang in to 
close the gaps by providing online au- 
thentication and payment services, 
large banks also began to move into this 
potentially very lucrative sector. 

“Citibank is in partnership with 
Commerce One; Bank of America is 
partnering with Ariba,” says Meredith 
Hickman, an analyst at Cambridge, 
Mass.-based Celent Communications. 
“There are several partnerships form- 
ing out there. It’s definitely a hot area, 
but right now we’re still in the very ear- 
ly stages.” 


Banks Play Catch Up 


North American banks spent a total 
of about $90 million on Internet cor- 
porate-banking applications last year, 
according to Needham, Mass.-based 
TowerGroup. That was a drop in the 
bucket compared with their other ex- 
penditures. According to Securities and 
Exchange Commission filings, Citibank 
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7 million running e-Citi, 
its Internet site for consumers in 1999. 


alone spent $ 


But banks are expected to start to put 
more money into business-related In 
ternet projects. 

Investments in Internet-related cor- 
porate banking applications are expect- 
ed to increase by 34% annually to reach 
$290 million in 2003, with huge outlays 
expected for both self-developed sys- 
tems and acquired technology, accord 
ing to TowerGroup analyst Rajeev 
Agarwal. 

Just last week, Citigroup and Wells 
Fargo & Co. announced a partnership 
with three technology companies — 
Enron Broadband Services Inc. in Port- 
land, Ore., i2 Technologies Inc. in Dal- 
las and financial services software 
provider Si Corp. in Atlanta — to create 
FinancialSettlementMatrix.com, a ven- 
ture that will link buyers and sellers in 
electronic marketplaces with payment 
processing, credit and other services 
through participating banks. 

“In our view, it’s going to be impor 
tant that the financial institutions don’t 
see themselves as competitors, but co- 
facilitators,” says Steve Ellis, executive 
vice president of Wells Fargo’s Whole- 
sale Internet Solutions Group. “We're 
working on combining an infrastruc- 
ture so we can hook to an exchange, and 
the exchange can hook with a variety of 
other financial institutions.” 

To make inroads in business-to-busi- 
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ness e-commerce, many banks will 
“have to build the infrastructure first,” 
Agarwal says. That could be expensive 

The Bank of New York Co. is in the 
process of rebuilding its global commu 
nication networks using Internet stan 
dards so as to enable corporate cus 
tomers to move money quickly and eas 
ily around the planet. 

This network is key to the bank’s 
global success, says James King, vice 
president of international communica 
tions at The Bank of New York. As a re 
sult of its investment — which King re 
fuses to quantify — the bank already 
handles back-office systems (that is, it 


keeps track of the money) for a number 


of Wall Street firms, including J. I 
Morgan & Co. 

Outsourcing those tasks to The Bank 
of New York saved J. P. Morgan the ex 
pense of having to invest in its own 
technology, says Chief Technology Of- 
ficer Veronique Weill. 

In effect, The Bank of New York rein- 
vented itself as a tech-savvy service 
provider. 

“For many, many years, we were a 
very conservatively oriented bank,” 
King says. “It didn’t burst forth with any 
new technology applications. The con- 


The Internet is bringing about massive 

changes in the way capital flows, which 
could translate into an economic boom 
of global proportions. By Maria Trombly 


servatism kept us at bay. But we now 
have a very young and aggressive tech 
nology staff at the helm, developed 


over the last four or five years.” 


Race May Go to the Swift 


With the ever-increasing rate of tech- 
nological change, many question 
whether banks will be able to keep up 
the pace. 

One of the doomsayers is recently re 
tired Citigroup Chairman John Reed, 
who has been responsible for many of 
the bank’s technological innovations. 

“I believe that the advantage in this 
change lies with those who come from 
the future rather than those who come 
from the past,” Reed told a recent meet 
ing of financial industry executives in 
New York. 

In particular, he stressed, money 
transfer is an area susceptible to “major 
revolution,” and traditional banks 
aren’t well placed to survive. 


“It’s very hard to move faster than the 


generations move,” he said. “You're 
going to have to wait until you have 
people who are relatively young and 
relatively capable in this medium in 
positions where they can make things 
happen.” D 


It’s going to be 
important that the 
financial institu- 
tions don’t see 
themselves as 
competitors, but 
co-facilitators. 
STEVE ELLIS, EXECUTIVE VICE PRESIDENT 


WHOLESALE INTERNET SOLUTIONS GROUP, 
WELLS FARGO 
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WELL WIRED 
SUMMER 
CAMPERS 


Computer camps for teens aren’t new. What is | 
new is the merging of technology and business | 
issues in the curriculum. Computerworld 
spent some time this summer with students at 
Bentley College's ‘Get Wired, Get Hired’ | 
program to find out what this trend might | 
mean for future IT workers. By Erik Sherman | 


| 
| 
| 
| 
| 
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HEN KATIE ROWE, a high school 

student from Burlington, Mass., 

arrived at Bentley College in the 

nearby town of Waltham last 

month, she thought she’d be 
attending a figure-skating camp. 

Instead, she’s sitting in a lecture room, a computer 
in front of her, playing solitaire while listening to 
other teens toss out Boston trivia questions that they 
researched on the Internet. Between the voices and 


| the different music tracks pouring out of computer 


speakers around the room, it’s a noisy place. “I have 
a wicked headache,” says Rowe. But she continues to 
follow the discussion 

Call it a technological kidnapping. Rowe’s parents 


| tricked her into coming to “Get Wired, Get Hired,” a 


| business students, to educate young women about 
| how business and technology interact. 


The school started the program after it noticed that 
women are often underrepresented in business and 


| technology. In fact, only 41% of Bentley’s undergrad- 


uate population is female. The program’s founders 


| hope to encourage young women entering their 

| sophomore or junior years of high school to consider 
| careers in those areas by showing how technology 

| and business can work hand in hand in a fun way. 


As far as school officials know, this is the first such 


| program in the country. If combined business and 


technology programs become a trend, information 
technology organizations may lose some technically 
adept individuals to other areas of business. At the 
same time, the good news is that future corporate 
end users may be better trained in — and more ap- 
preciative of — technology. 

Making the interaction of technology and business 
seem fun may be just the trick to attracting more 
people to those fields. Although Rowe rather unex- 
pectedly found herself among 34 attendees whose 
parents paid $275 for the program, she did end up en- 
joying herself, she says. 
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“It worked,” Rowe says of her parents’ ruse. It was 
crucial that she enjoyed the experience, she says, be- 
cause she’s uncomfortable with computers. “I’m not 
really good at them,” Rowe explains. And yet the 
young woman found herself easily conducting re- 
search on the Internet. 

Something IT departments could benefit from is 
Bentley’s focus on business issues while presenting 
technology as a set of tools in order to help reduce the 
campers’ computer anxiety. College faculty and guest 
speakers taught courses about making oral presenta- 
tions, applying the Web to business research, creating 


documents, burning CDs and even videoconferencing. 


Rowe says she found herself at ease in the setting. 
“It’s not just a computer camp,” she says. 


Addressing Diverse Interests 

Counter to the image that the words computer 
camp might conjure, the teens came to Bentley with 
a wide range of exposure to technology and an 
equally diverse set of interests. 

“They might have tried to surf the Web here and 
there,” says Issa Beltran, Bentley’s director of pre- 
collegiate outreach. Some of the young women had 
used PCs only as word processors in the past, while 
others were more practiced at using technology. 
“They’re more comfortable with the Web but want 
to be able to use information technology as it relates 
to business in this day and age,” explains Beltran. 

One attendee further along the learning curve is 
Sailaga Ganti of Attleboro, Mass., who is entering her 
senior year of high school. “I’m learning C++ this 
year in my school,” says Ganti, who has also learned 
to use PowerPoint, Visual Basic and Excel. “All of 
those are standard in my school.” 

Last year, Ganti says, she came to the leadership 
camp and liked it, which prompted her to return. Of 
course, having two parents who work in the comput- 
er industry helps. “I know I’m going to end up work- 
ing in computers,” Ganti adds. Beyond bringing tech- 
nical skills to an employer, however, she'll have a 


BUSINESS 


| think it helps for girls 
that want to learn more 
about every different part 
of business. | think it also 
provides a lot more 
confidence. It’s not always 
cool to say, ‘I want to go 
into business.’ But here, 
everybody’s into it. 


BECCA SIMONS, STUDENT, 
WELLESLEY, MASS. 


sensitivity to business issues that’s becoming a criti- 
cal skill in IT departments. 

“I’m interested in technology, and I know there 
are going to be a lot of computers in the future,” says 
Valerie Vancollie, a Belgium native whose family 
moved to Acton, Mass., three years ago. “I was hop- 
ing to improve my [computer] skills.” 

Like many of the students, Vancollie may not have 
a career in IT in the future — her current passion is 
writing — but she'll bring a positive attitude toward 


technology, no matter what type of work she chooses. 


Showing interest in the camp wasn’t easy for some 
of the young women because of peer pressure. “I got 
a lot of grief from my friends,” reports Emily Fowler, 
who is entering her second year of high school in 
Sudbury, Mass., and wants to be a doctor. “They'd 


45 


say, ‘Oh, you’re going to a computer camp,’ and I'd 
say, ‘No, it’s a business camp.” 

Such negative stereotypes can drive some young 
women away from technology-related careers or 
even from embracing the use of computers. But 
those who get into “Get Wired, Get Hired” may find 
a haven from the tempest of teen-age disapproval. 


Getting With the Program 


“T think it helps for girls that want to learn more 
about every different part of business,” says Becca 
Simons, who’s entering her junior year of high school 
in Wellesley, Mass. “I think it also provides a lot more 
confidence. It’s not always cool to say, ‘I want to go 
into business.’ But here, everybody’s into it. 

Simons hopes that having a background in com 
puters will help her in the restaurant industry. “With 
the business and financial things that go along with 
[restaurants], you definitely need to know how t 
use the computer,” says Simons. She says she hopes 
to have her own restaurant one day. 

Much of the camp’s learning was presented in a 
fun setting, which the teens acknowledge can be 
helpful. But even free time often centered on using 
the computers. “When I came back from lunch, peo- 
ple were in here downloading music, listening to it, 
checking e-mail, [participating in] online chats,” 
says Vancollie. 

But not everything went smoothly. Some campers 
found the classroom sessions too long. “For this 
whole week, we’ve been [in a classroom each day] 
for three consecutive hours,” says Fowler. “I came to 
this camp so I could listen to these wonderful pre- 
sentations, and when I lose my concentration, I feel 
like I’m wasting their time and mine.” 

Given that it’s the first year of the program, Fowler 
says, she hopes such rough edges will be smoothed 
out — perhaps in time for the approximately 75 teens 
Bentley plans to attract next summer. D 


Sherman is a freelance writer in Marshfield, Mass. 


AT CAMP BENTLEY last month, 
the college aimed to introduce 
young women to technology and 
business in a fun atmosphere 
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BY MARK HALL 
OUR MAINFRAME 


is humming 


along, but to be 


safe, you glance 


at key metrics in |} 
systems management packages | 


such as Computer Associates 


International Inc.’s Unicenter | 
suite. Your array of Sun Solaris | 
and HP-UX database servers | 
also appears to be operating | 


normally, but you make sure by 
studying the servers’ status on 
your Tivoli Systems Inc. man- 
agement station. 

But when you wander past 
your Web servers, you proba- 
bly look heavenward and hope 
for the best. 

Web application and infra- 
structure monitoring and man- 
agement have suddenly be- 
come critical, yet the tools to 


do them are lacking. Manage- | 


ment service providers (MSP), 
the latest addition to the cur- 
rent slew of service providers, 
claim to offer products and 
services that will oversee your 
Web operations. 

Companies staking claims 
as early MSPs include Candle 
Corp. in Santa Monica, Calif.; 
InteQ Corp. in Burlington, 
Mass.; and Nuclio Corp. in 
Skokie, Ill. 


Features 
What makes MSPs distinc- 


tive is that their products and 


services are provided over the 
Internet on a subscription ba- 
“MSPs can 


achieve economies of scale 


sis. That means 


that companies who license | 
software cannot,” says Christo- 
pher Booth, head of technical | 
operations at FreightWise Inc., | 
a Forth Worth, Texas-based on- | 


line transportation exchange. 


Though he declined to say | 


how much his company is 


paying to use Nuclio’s MSP, 


Booth did say that the service | 


~ BUSINESS 


FINANCIAL & BUSIN 


Ss 


CONCEPTS IN BRIEF 


Management 


Service Providers 


DEI 


INITION 


Management service providers 
are companies that sell sub- 
scription services to manage 
information technology infra- 
structure and applications 
over the Internet. 


has been “very advantageous.” 

The cost savings that MSPs 
can pass on may help them 
catch on with corporate cus- 
tomers. Gartner Group Inc. 
in Stamford, Conn., estimates 
that the $90 million MSP mar- 
ket will balloon to more than 


$3.25 billion by 2005. 


Think Big 


“MSPs resonate with folks in 
large companies who don’t 
have the time or inclination to 
oversee their Web infrastruc- 
ture,” according to David Hy- 
bels, an analyst at Extraprise 
Inc. in Boston. “Fortune 
1,000 companies are go- 
ing to grab [MSPs] be- 
cause of the resource 
shortage.” 

Roger Smith, director 
of information systems 
at Manufacturers’ Ser- 
Ltd. (MSL) in 
Concord, Mass., agrees. 
Smith says the $1 billion 
manufac- 


vices 


electronics 
turer studied whether it 
should manage its glob- 
al Web operations itself 
or hire an MSP. 

“We 
needed a lot in terms 


would have 
of infrastructure invest- 
ment to do the job,” 
Smith says. Instead, the 
company picked InteQ 
earlier this year to man- 
age its Web sites around 
the clock. 


Patt iti 


Smith says he expects InteQ’s 
services to improve perfor- 
mance and uptime, which is 
MSL’s 


customers, who use its online 


critical for corporate 
sites at all hours. 

Smith says that because he 
runs a lean staff, he’s depend- 
ing on his MSP to monitor 
server loads, network capacity, 
application availability and a 
variety of other system and 
network parameters. 

Thinking about local service 
for his global Web operation 
contributed to his choice, 
Smith says. “We looked at West 


CHALLENGE 


Preventing downtime to 
create a business that runs 
around the clock 


Minimizing load time to avoid 
losing customers 
Ensuring integrity to protect 
the company’s reputation 


Growing with the company while 


sustaining peak performance 


Protecting Web site and user data 
without degrading performance or 


overall user experience 


Coast vendors, but the dis- 
tance was a problem. I want to 
have monthly get-togethers be 
tween my technical staff and 


my MSP,” he says. 


| Control vs. Competence 


Stan Schott says he doesn’t 
think it’s worthwhile to train 
information technology staf: 
fers to troubleshoot all Web 
site problems. Schott, an ana- 
lyst at Cambridge, Mass.-based 
Giga Information Group Inc., 
points to a function such as 
Web server-load testing as an 
ideal area to outsource to an 
MSP because “it’s not some 
thing you do every day,” he 
says. 

Schott says IT managers can 
waste a lot of time and money 
by training staff on arcane and 
rarely used monitoring and 
management tools. Depending 
on in-house knowledge of such 
tools can be risky, especially 
in an era of high employee 
turnover, he adds. 

Picking an MSP can also 

be risky. Schott and oth 

ers say they expect a 
wave of consolidation 
to eventually sweep 
through the MSP ranks, 
so the company you 
partner with now may 
not be around in a few 

— or even in a 
months, that 
matter. That’s why it’s 


years 
few for 
advisable to negotiate 
as short a contract as 
possible with an MSP, 


observers say. 


Getting Together 

Meanwhile, 
MSPs have banded to- 
gether to form the MSP 
in Wake- 
field, Mass. The group 
met for the first time 


several 


Association 


last month to choose of- 
ficers and identify com- 


MSPs can 
achieve 
economies 
of scale that 
companies 
who license 
software 
cannot. 
CHRISTOPHER BOOTH, HEAD OF 


TECHNICAL OPERATIONS, 
FREIGHTWISE INC 


mittees for areas such as cus- 
tomer education and develop 
ing best practices 
Although Schott says he 
questions whether vendors are 
objective enough to agree on 


best be- 


cause of their product bias, he 


common practices 
says he sees the MSP Associa- 
tion as a way to bring credibili 
ty to management services as 
adds that 
group could turn out to be just 
the right forum to take MSPs 


a whole. He the 


beyond Web site management 
and into enterprise infrastruc 
ture oversight. 

InteQ President and Chief 
Technology Officer Yash Shah 
says that MSPs now manage 
the entire IT infrastructure for 
small and midsize businesses, 
and large enterprises aren’t far 
behind. D 


@ Are there business terms you would like to learn about in QuickStudy? Please send your ideas to quickstudy@computerworld.com. 
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Dear Career Adviser: 


My 26-year-old co-worker and I are local government 
employees for an isolated rural community. Promoted 
after two and a half years as a PC technician, he is the 
network administrator. He has a bachelor’s degree in 
physics, aced his Certified Cisco Network Administrator 


after two weeks’ study and 
loves Linux. 

He built our network fire- 
wall, and he designed and is 
now installing the new LAN, 
WAN. His experience includes 
site wiring, fiber-optic cabling 
and testing, private branch ex- 
change programming and AS 
400 operations, configurations 
and communications 

My co-worker wants to re 
turn home to Colorado, but a 
Denver headhunter told him 
that “government experience is 
worse than none at all.” I’m 
worried, too, after being here 
for six-plus years. Are we 


trapped? — READY2GO 


Dear Ready: 


While ¢ 
for premium beef, that re- 


olorado is known 


cruiter gave you a bum steer. 
In fact, says Carla Henebrey, 
CEO of the Association of 
Information Technology Pro- 
fessionals (AITP) in Denver, 
both of you have skills that are 
perfect for Denver. 

It’s a job market that sports 
well-established telecommu- 
nications and cable compa- 


Firms to Integrate 
XML, EDI Transactions 


Philadelphia-based Bluestone Soft- 
ware Inc.'s business-to-business 
transaction server will be integrated 
with McLean, Va.-based XMLSolu- 
tions Corp.'s electronic data inter- 
change (EDI) and XML translation 
and schema management software. 
The integration will help firms ex- 
change data between EDI- and 
XML-based systems, the companies 
said last week. The Bluestone/XML- 
Solutions offering is expected in the 
fourth quarter. 


nies, is home to Qwest Com- 
munications International 
Inc. and US West Inc., has 

a large federal government 
presence and hosts many new 
electronic businesses and 
four incubators. 

Because Colorado recently 
launched an initiative to re- 
brand itself as the “conver- 
gence corridor,” Denver elec- 
tronic-business consultant Ty 
Bohannon advises, “Ready’s 
first job-hunt move should in- 
clude contacting Denver's In- 
ternet Chamber of Commerce 
[www.icc.org] and the Col- 
orado Software Association 
[www.colosoft.org].” 

There’s a comprehensive 
list of Colorado technical soci- 
eties and user groups at www. 
ctm.org/colorado/colouser.htm 
Coincidentally, you can get 
set to go by attending Den- 
ver’s AITP September meet- 
ing, which focuses specifically 
on Linux (www. denveraitp. 
org/home.htm.dinner). 


Dear Career Adviser: 


A few months ago, you dis- 
cussed technical recruiting as a 


SAIC Partners With 


Sagent Technology 


Mountain View, Calif.-based Sagent 
Technology Inc. last week announced 
a partnership with Science Applica- 
tions International Corp. (SAIC), a 
San Diego-based systems integrator. 
SAIC will use Sagent’s Web-based 
analytic applications in its business 
intelligence integration projects. 


Oracle Users Group 
Gets New President 


| The Chicago-based International 
Oracle Users Group-Americas 
| (1OUG-A) tapped Richard J. Niemiec 


good career choice. Given the 

times, can I still make a good 

living as a recruiter? 
OPPORTUNITY KNOCKS 


Dear Knocks: 

It’s true. The market for re- 
cruiters is a lot more challeng- 
ing than it once was 

Companies and recruiters 
alike are complaining that 
since April, finding interested 
and qualified candidates is 
more difficult and the due dili- 
gence candidates perform be- 
fore moving has reached new 
highs. 

Should you still want to re- 
cruit, find a firm that focuses 
on a specific leading-edge 
technology and marketplace, 
whether it’s hardware, soft- 
ware, Internet infrastructure or 


| communications technologies. 


Pick a firm with a known 
reputation — one that has 
built and maintained a data 
base of candidates in a spe- 
cialized field and that deals 
with excellent companies. 

Within the recruiting firm, 
find an excellent mentor and 
hone your research skills. You 


as its new president. Niemiec is 
CEO and co-founder of The Ultimate 


| Software Consultants in Lombard, 


lil., and has been vice president of 


| 1OUG-A for the past two years. The 


organization provides a forum for 
Oracle vendors and customers and 
has more than 10,000 members 
worldwide. 


BroadVision Forges 


Commerce One Deal 


| BroadVision Inc.’s Procurement 
| application will be integrated with 
| Commerce One Inc.'s online mar- 


| ketplace, MarketSite.net, the com- 


panies announced last week. 
Under the agreement, Redwood 


will need to effectively articu- 
late your client company’s 
story to candidates, who will 
be besieged by choices. 


Dear Career Adviser: 


I’m an information technol- 
ogy consultant specializing in 
designing and developing busi- 
ness systems using such tools 
as Visual Basic, PowerBuilder, 
Access, C, SOL, PL-SQL with 
Oracle and various other rela- 
tional database management 
systems. 

I’m very well-paid, but I’ve 
noticed that Java 
and electronic de- 
velopers are earn- 
ing more. 

I have a solid 
technical back- 


ground and can 


adapt to new tools 
and technologies 


fairly quickly. But 


switching to a dif- 


Brainpower, a San Francisco- 


| based contract consulting 


company. 

“Technology like Java and 
XML are just tools to solve 
your client’s problems and 
deliver a product,” he says. 

To expand your knowledge, 
you should go after an actual 
Web project to gain skills in 
new areas. 

In other words, use the proj- 
ect to learn on the job, which 
is what most contractors do. 
You could start out by doing 
SQL database development 
and eventually get involved in 

graphical user in- 
terface (GUI) de- 
velopment using 
Java and become a 
consultant who 
can do both back- 
and front-end 
work. 

“In this job mar- 
ket, a contractor 
with over 10 years’ 


ferent platform 
means opting for a 
substantial salary 
cut and an uncer- 


FRAN QUITTEL is an expert | 


in high-tech careers 
and recruitment. Send 
questions to her at 
www.computerworld.com/ 
career_adviser. 


GUI/database ex- 

perience with one 
year in Web devel- 
opment is more 


tain future. 

My choices: 
hard work, sticking with my 
current skills or going for a 
master’s degree or a manage- 
ment job. — CHOICES, CHOICES 


Dear Choices: 


On the surface, your back- 


ground makes you more valu- 


able than a pure Web/Java 
developer because of your 
experience with full life- 
cycle development projects 
and your ability to solve 
problems, according to Steve 
Hagarty, account manager at 


| City, Calif.-based BroadVision’s 


Procurement customers will be 
offered access to Pleasanton, 
Calif.-based Commerce One's 
business-to-business portal for 
buying and selling goods and 
services. 


' Secant Technologies 


Names Holt President 


Secant Technologies Inc., a Cleve- 


land-based application server ven- 


| dor, last week announced that Jim 


Holt has been named president. 


| Holt most recently served as a se- 
| nior vice president and general 

| manager at Islandia, N.Y.-based 

| Computer Associates International 


highly valued than 
are Web develop- 
ers with under five years’ ex 
perience,” says Hagarty. 

In fact, a Visual Basic or 
SQL developer who earned 
$065 to $80 per hour last year 
could now earn $80 to $100 
per hour doing Java, XML, 
HTML and SQL work. 

If you decide to stop travel- 
ing and opt for employee sta- 
tus, a management degree 
would open other opportuni- 
ties. But watch out. After a few 
years as a manager, returning 
to a purely technical role 
could be problematic. D 


Inc. after it acquired e-commerce 


| and networking consultancy Re- 


alogic Inc. in 1998. 


Energy Exchange Gets 
OK from FTC, EU 


Houston-based Trade-Ranger Inc., 
an Internet marketplace founded by 
14 energy and petrochemical com- 
panies, announced that it has com- 
pleted the regulatory procedures 
required by the mergers task force 


| run by the Federal Trade Commis- 


sion and the European Union. It has 


| also completed its first round of 


funding. The companies expect 
to begin trading on Trade-Ranger 
next month. 





The “Must-Attend”’ 
Industry Conference 


STORAGE 


Storage Networking World® — Strategies and Solutions 


Storage Networking World®, an alliance between the SNIA and 
STORAGE Computerworld, promotes access to the latest information on storage Co-owned & 
NETWOADVING solutions for users, implementers and vendors. roduced by: 
NETWORKING , 


WORLD A conference program featuring industry leaders, exciting panels, 
informative sessions, analyst updates, tutorials, and a 50-company 
Interoperability Lab. 


Package includes an Expo (solution showcase), meals, receptions, and 
a complimentary (for users and implementers) golf outing. 


Optional programs include Technical Tutorial Day and discounted 
Orlando attraction packages to Sea World, Walt Disney World, etc. 
for attendees and their guests. 


For more information about Storage Networking World® or to register, visit 


www.computerworld.com/snw 
or call |-800-883-9090 


Attendees of Storage Networking World® will see solutions from... (sponsors listed as of 8/9/00) 
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Meet Your Future Backup — ADIC’s New Scalar 100 


A new standard in scalable tape libraries from ADIC, 


the Scalar® 100 has all the features you want in a backup 


solution now and in the future. 


Unmatched Scalability. ADIC's Scalar 100 starts out as a 
one- or two-drive, 30-cartridge DLT tape library, comparably 
priced to smaller Compaq and HP units. ‘Then it scales easily 
and cost effectively up to 6 drives and 60 cartridges to meet 
new storage demands and protect your investment. 

Easy, Plug-in Connectivity. Simple plug-in modules let 


the Scalar 100 adapt to your changing storage needs— 


SCSI, SAN, or NAS. 


For more information, visit www.adic.com. Or call 1-800-336-1233. 


More Storage in Less Space. With 50% more storage 
capacity than comparably sized products, the Scalar 100 
packs 4.8TB* of storage capacity into only 14 rack units, 


saving valuable space for future growth. 


Drive-independent Design. Backup with DLT today, 


and with AIT, LTO Ultrium, and SDLT models tomorrow. 


Unfailing Protection. Enjoy the highest level of service 
and support, including a full year of free on-site 
service from ADIC, the leader in open systems data 


storage solutions. 


adic 


 www.adic.com 
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DATA FERRETS 


With structured data 
and document files scat- 
tered all over their sys- 
tems, enterprises look 
for a better and easier 
way to search, find and 
mine content. » 52 


TOTAL TRADING 


B2B exchange managers 
grappling with trading 
environments from back 
to front office, along the 
supply chain and across 
partners could find re- 
lief, say experts — if 
BMC Software delivers 
on its end-to-end man- 
agement promises. » 52 


INTEGRATOR 
ACCELERATOR? 


Candle Corp. says an 
updated version of its 
monitoring tool for 
IBM’s newly icon-driven 
MQSeries Integrator 
Version 2.0 will make in- 
tegrating and monitor- 
ing applications easier 


and faster. » 54 


SECURITY 
JOURNAL 


Security manager “Jude 
Thaddeus” ponders how 
far he should go to stop 
potential hacker attacks. 
Do the risks and poten- 
tial costs of an attack 
warrant extreme mea- 
sures, or is the threat of 
an attack perhaps a bit 
overhyped? » 56 


QUICKSTUDY 


As electronic transac- 
tions proliferate, there’s 
an increasing need for 
third-party verification 
and authentication in 
the form of digital cer- 
tificates, which are data 
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files used to establish 
the identities of people 
and electronic assets on 
the Internet. » 58 


FUTURE WATCH 


Natural and social scien- | 
tists are using an experi- | 


mental program called 
Swarm to model a 
changing world. The 
software has applica- 
tions in fields from biol- 
ogy to economics. » 59 


BALANCING ACT 


Waiting for Web servers 
to respond doesn’t make 
for happy customers. So 
companies are turning 
to sophisticated load 
balancing, spreading 
Web traffic over multi- 
ple servers and even 
routing traffic based on 
the application that’s 
using it. » 60 


WEB SITE 


MAKEOVER 


Online brokerage Amer- | 


itrade simply couldn’t 
afford Web downtime. 


To improve the reliabili- | 


ty of its site, it conduct- 
ed more predictive test- 
ing, did a more rigorous 


job of tweaking software | 


to run on advanced 
hardware and created a 
separate testing group 
with more clout in the 
organization. » 62 


EMERGING 
COMPANIES 


Start-up OrderFusion is 
counting on the success 


of its software suite, Or- 
der of Magnitude, which | 


users have applauded 
for its ease of use. But 
it’s uncertain whether 
OrderFusion can differ- 
entiate itself from its 
competitors. » 66 
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a GABRYS, senior systems security specialist 
at People’s Bank, aced the CISSP exam, which 
he says helped him get the position he wanted 


SECURE WITH 


SECURITY PROS 


COMPANIES ARE DESPERATE to hire — or create — skilled 

security professionals such as Ed Gabrys (above). As a 
result, a number of new certifications are emerging for 
security technologies and job roles, from security gen- 


eralists to specialists. We take a look at 
the top certification program and what it 
means for your career. 
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Companies Seek ‘Tools to 
Ferret Out Scattered Data 


Start-up NextPage offering XML-enabled 
tool to search content across many servers 


BY JAMES COPE 
S COMPANIES add 
bigger hard drives 
and place servers 
different 
partments in dif- 
ferent information 
technology managers are look- 
ing for ways to make the con- 
tent that hardware 
searchable and easy to display 


for de- 


locations, 


on user desktops. 


The challenge, say some cor- | 


porate users, is finding one 
way to access both content lo- 
cated in the labeled fields of 
structured databases in central 
repositories and data that’s 
stored as documents across 
hundreds of servers. 

Paul Rolich, the multimedia 
manager at The National Un- 
derwriter Co. in Erlanger, Ky., 


said that several months ago, | 


he was about ready to write his 
own XML code to create a con- 


BMC’s Patrol 


Promises exchanges 
a unified approach 


BY SAMI LAIS 
Business-to-business exchange 
managers who are grappling 
with trading 
that stretch from the back of- 
fice to the front office, along 
the supply chain and across 
trading partners could soon 
find their management tasks 
easier, according to industry 
experts. That’s if BMC Soft- 
ware Inc. delivers on the end- 
to-end management promises 
it made last week. 

On Aug. 1, Houston-based 
BMC map of 
product releases it has planned 


environments 


issued a road 


through the first quarter of 


next year. Built on its Patrol 
performance management soft- 
ware, the products will let in- 
formation technology man- 


tent indexing and management 
system, when he came across 
NextPage LLC, a start-up firm 
in Provo, Utah. 

XML lets users write tags | 
that describe data, making it | 
possible to display and manip- | 


ulate virtually any type of in- | 


contains 


| 


back office and Web applica- | 


formation on a Web page. 
NextPage was formed in July | 
of last year when a group of | 


investors purchased the Folio 
content management technolo- 
gy from Open Market Inc. in 
Burlington, Mass., according 
to a company spokesman. 


Electronic Paper Trail 

Rolich uses NextPage’s soft- 
ware to index and manage in- 
dividual and sets of documents 
that insurance companies use | 
for reference. His department 
converted thousands of paper | 
documents that were created 
and changed each month to an | 
HTML format, which employs | 


PAUL ROLICH and his staff at The National Underwriter converted 
reams of documents to HTML pages using NextPage’s indexing tool 


argets B2B Management 


agers tie front office and trad- 
ing exchange environments to 


tions for single-point manage- 
ment, a BMC spokesman said. 

“What BMC is doing is the 
same block-and-tackle manage- 
ment in the online B2B envi- | 
ronment that it’s done in data- 
base and application manage- 
ment,” said Raymond Paquet, 
an analyst at Gartner Group Inc. 
in Stamford, Conn. “They’re 
building knowledge modules 
for Patrol that extend the man- 
agement reach.” 

The knowledge modules 
planned for the new products 
are small pieces of code unique 
to each section of software in 
the chain, said David Ander- 
son, an IT manager at Atlanta 
based global travel reserva- | 
tions distributor Worldspan 
Inc. The software agents for 


| each module report data back | 
| to the Patrol enterprise man- | 


agement software, he said. 

Worldspan uses BMC soft- 
ware to manage transactions | 
from start to finish, but it was 
no small task to integrate data 
from all the company’s man- 
agement tools into a single | 
BMC display, Anderson said. 
“What the new products would 
do is make that integration 
much simpler,” he said. 

“All that exists today is is- 
lands of management,” said | 
Donna Scott, an analyst at Gart- | 
ner Group. “Nothing out there 
does the whole job from end to | 
end, including, as of yet, BMC.” 

“We're looking right now for 
something that would do that,” 
said Fletcher Cocquyt, a senior | 
Unix systems administrator at 
business-to-business travel ex- | 
change GetThere Inc. in Menlo | 
Park, Calif. “We have a lot of | 
disparate databases and appli- | 
cations that we have to inte- | 
grate and then watch.” 


the predefined headings used 


to build Web pages that can be | 


read with a browser, he said. 
The documents were then 


“sucked into the NextPage serv- | 


er,” Rolich said, and published 


to The National Underwriter’s | 


intranet as HTML pages. 


Rolich said insurance com- | 


panies that purchase the docu- 
ments his company publishes 
could search the NextPage in- 


dex of those documents from a | 
Web browser and display the | 
the | 
search criteria. Insurance com- | 


document that meets 


pany customers could in turn 


distribute the same documents | 


out of The National Under- 
writer’s database to insurance 
wholesalers and retail agents. 


Mike Maziarka, an analyst at | 


CAP Ventures Inc. in Norwell, 


Mass., said NextPage’s tech- | 


nology is based on Folio but 


the company has added new | 


components using XML. 


The Folio products, Maziarka | 
said, focused on publishing | 
searchable databases of docu- | 
ments on CD-ROMs. He said | 


That scenario is business as 


usual, according to Paquet. “An | 
installed base must exist be- | 
fore vendors build software to | 


manage it,” he said. 
With the 


Inc. in New York, the installed 


base is there. BMC should an- | 


ticipate competition from firms 


such as Computer Associates | 


International Inc. in Islandia, 


business-to-busi- | 
ness exchange market likely to | 
hit $10 trillion by 2002, accord- | 
ing to a report from eMarketer 
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NextPage has taken the con- 
cept of syndication — the abili- 
ty to either distribute or re- 
ceive content from different 
sources — and applied it to the 
enterprise. 

He acknowledged that Next- 
Page’s early adopters like The 
National Underwriter and an- 
other user, Thomson Learning 
in Stamford, Coni., are mostly 
in publishing-related business- 
es, which he said was a func- 
tion of NextPage’s Folio roots. 


Challenges Ahead 


Before NextPage considers 
markets other than publishing, 
it may have to make an effort to 
mend relationships with old 
Folio customers, said Andy 
Warzecha, an analyst at Meta 
Group Inc. in Stamford, Conn. 
“Open Market killed credibili- 
ty for Folio users [when Open 
Market owned Folio],” War- 
zecha said. 

Josh Walker, an analyst at 
Forrester Research Inc. in Cam- 
bridge, Mass., said that what 
NextPage is doing is part of a 
larger and growing trend and 
that the idea isn’t particularly 
new. Other companies, such as 
Brio Technology Inc. in Santa 
Clara, Calif., and Hummingbird 
Ltd. in New York, Ontario, are 
aggressively pursuing the same 
markets and have competing 
technologies. D 


N.Y; NetIQ Corp. in Santa, 
Clara, Calif.; Tivoli Systems Inc. 
in Austin, Texas; and Hewlett- 
Packard Co., Scott said. 

Patrol modules due out this 
year will target customer rela- 
tionship management software 
from Siebel Systems Inc. in San 
Mateo, Calif.; supply-chain plan- 
ning software from i2 Tech- 
nologies Inc. in Dallas; and Op- 
erating Resource Management 
System from Ariba Inc. in 
Mountain View, Calif. D 


BMC Software Patrol Plug-ins 


Coming this year for: 


* Siebel Systems’ customer relationship management software 
¢ |2 Technologies’ supply-chain planning software 
¢ Ariba’s Operating Resource Management System 


Coming in next year’s first quarter for: 

* Commerce One Inc.'s portal-building software 

¢ BroadVision Inc.'s electronic-business application development software 
* SAP AG's MySAP.com business application hosting service 

* IBM's WebSphere e-commerce application development server 

* BEA Systems Inc.'s Java-based WebLogic electronic-business 


application server 


* Microsoft Corp.'s BizTalk 2000 XML-based application development 
server and Commerce 2000 Server e-commerce platform 
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BY SAMI LAIS 

According to Candie Corp., an updated 
version of its monitoring tool for IBM’s 
newly icon-driven MQSeries Integra- 


TECHNOLOGY 
Candle Readies MQSI 2.0 Management Package 


tor (MQSI) 2.0 will make integrating 
and monitoring applications easier and 
faster. 

MQSeries is messaging middleware 


Just a reminder that 
setting your expectations higher is 


now business as usual. 


“With Microsoft 
Windows’ 2000 


Professional, we 


don’t have to reboot. 


it’s reliable and, with 
100,000 users, it’s 


going to make our 


jobs a lot easier.” 


— Keith Foster, PC LAN Engineer, 
Wells Fargo Services Co. 


Microsott 


Where do you want to go today?” 
microsoft.com/windows2000 


Du want to go today?, and Windows are either registered 
and/or other countries. The names of actual companies 


that makes data and applications on 
one platform available to those of 
another. “It’s the basis for enterprise 
application said Susan 
Eustis, president of WinterGreen Re- 
search Inc. in Lexington, Mass. 


MQSI lets information technology 


integration,” 


managers integrate applications in an 
MQSeries environment. Version 2.0, 
released this spring, offers drag-and- 
drop, icon-driven application integra- 
tion and support for XML, along with 
proprietary databases and applications. 

At The Prudential Insurance Com- 
pany of America in NJJ., 
MQSeries manager Tim Halbur said 


Roseland, 


he’s eager to beta-test Candle Com- 
mand Center (CCC) for MQSI 2.0. Pru 
dential business units had little interest 
in MQSI 1.1, Halbur said. 

“The difference between MQSI 1.1 
and 2.0 is night and day,” he said. Hal- 
bur said he has plans for two CCC for 
MQSI 2.0 pilots 

For Prudential’s financial 
ment division, the application will pro- 


manage- 


vide price quotes, he said. For the insur- 
ance division, a pilot application will 
give brokers access to data in all of Pru- 
dential’s legacy systems. 

With MQSI 2.0, “if you have an appli- 
cation you need, you can slap a pretty 
face in Java or whatever on the front 
end and give the user access to all your 
legacy data, whether it’s mainframe or 
AIX or NT or whatever,” Halbur said. 


Customization on Wish List 

On Halbur’s wish list: Greater ability 
to customize what he monitors for his 
application owners, because “everyone 
wants to measure something different,” 
he said. But “Candle has some ideas 
there,” and Prudential has 
with the company, he said. 

When Prudential first implemented 
MOQSeries in 1996, “we knew we needed 


a history 


Microsoft Posts 
Net Kit Online 


BY LEE COPELAND 
Giving developers a small taste of its 
Net framework, Microsoft Corp. last 
week posted an early technology pre- 
view of the new code on the Web. 
Microsoft released the 
Technology Preview Software Devel- 
opment Kit (SDK) at its Professional 
Developers Conference in Orlando last 


originally 


month 
The SDK now is generally available 
at http://msdn.microsoft.com Met. 
Microsoft touts the .Net framework 
as a means for creating applications 
that act as Web services that can be ex- 
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MOQOSeries 
Integrator for 
handhelds will 
open systems up 
and make them 
available anywhere. 
The phones are 
ringing off the 
hook for this one. 


SUSAN EUSTIS, PRESIDENT, 
WINTERGREEN RESEARCH INC. 


to monitor it,” Halbur said. He evalu- 
ated several tools and did trial runs of 
Tivoli Systems Inc.'s TME 10 for 
MQSeries and the CCC for MQSeries 
management package. 

A combination of ease of use and out- 
of-band, or non-MQSeries, messaging 
for reporting and data 
tipped the scales in favor of the Candle 
product, Halbur said. 

Eustis called CCC for MQSI 2.0 “a 
strong tool, as are all of Candle’s 
MQSeries tools.” Although other good 
tools exist, of the $67 million MQSeries 


monitoring 


management software market last year, 
El Segundo, Calif.-based Candle held 
57%, Tivoli had 28% and BMC Software 
Inc. held 8%, she said. “MQSeries Inte- 
grator for handhelds will open systems 
up and make them available anywhere. 
The phones are ringing off the hook for 
this one,” Eustis said. 

CCC for MQSI 2.0 will be available in 
November and cost $22,000 per MQSI 
server, a Candle spokeswoman said. B 


changed with other applications run- 
ning on different operating system en- 
vironments via the Web. 

Microsoft said it expects to deliver 
the full .Net framework within the next 
two years 

The .Net SDK includes 
building and testing .Net applications, 
such as the Common Language Run- 
(ASP+) and 


tools for 


time, Active Server Pages+ 
code samples. 

The Common Language Runtime is 
an important component of the .Net 
environment because it enables Micro- 
soft’s new object-oriented development 
language, C# (pronounced C sharp), to 
be executed on the .Net code platform. 

Company officials said the newly 
revamped ASP+ simplifies code devel- 
opment by eliminating spaghetti code 
and Dynamic Link Library component 
registration. D 
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BY LEE COPELAND 

Spotfire Inc.’s decision-analysis tool al- 
lows users to collect statistical data and 
perform decision analysis via the Web. 
The latest version, Spotfire.net 5.0, fea- 
tures enhanced data-visualization capa- 
bilities that will aid users in visually de- 
tecting data trends and anomalies, com- 
pany officials said. 

Released last month by the Cam- 
bridge, Mass.-based firm, Spotfire.net 
5.0 includes support for XML, which 
allows data files to be read and incor- 
porated into other applications. The 
application also includes enhanced 
data-visualization tools, including some 
that support data plotting and as many 
as | million records. 

Greg Tucker-Kellogg, a senior scien- 
tist at Millennium Predictive Medicine 
Inc. in Cambridge, said Spotfire’s added 
support for visual-trellis and split-plot- 
ting capabilities would help in compar- 
ing different data sets with one another. 

“Up until now, you could only view 
the same data in different ways,” he 
said. “Now, you can split the data into 
adjacent visualizations and work with 
different subsets of the data, which is 
important when looking at data with 
many variables.” 

Tariq Andrea, a senior researcher 
at Pharmacopeia Inc., a $104 million 
chemical development and drug discov- 
ery firm in Princeton, N_J., said he plans 


SESE ELT LES ELE ELIT EE I 


Spottire.net 5.0 


Spotfire.net includes a number of new 
data visualization capabilities: 

® More than | million records can be 
analyzed visually. 


@ It provides access to relational 
databases such as Oracle, Microsoft 
e and Informix. 


ort for visual-trellis 
plots and split-plots data views. 


SOL Server 2000 
Out to Adopters 


BY JENNIFER DISABATINO 

Microsoft Corp. last week released its 
SQL Server 2000 to manufacturing. It 
will be followed by a live release start- 
ing next month for some customers. 

The server, part of the Microsoft.Net 
platform, will go live for more than 100 
enterprise customers during the next 
three months, the company said in a 
statement. 

The SQL Server 2000 early-adopter | 
program has had a few companies par- 
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Tool Enables Data Visualization and Trend Analysis 


to use Spotfire.net’s visualization capa- 
bilities to help spot the degree of diver- 
sity among chemical combinations 

Andrea’s research group will use the 
tool to generate 3-D graphs of chemical 
libraries that contain 100,000 
cules each. He said he hopes that by 
visually representing these libraries, 
the tool will help scientists more easily 
determine the size, flexibility and hy- 
drophobicity (greasiness) characteris- 
tics of the chemicals. 


mole- 


“After we’ve done the data mining, 
we want to visualize the results and 
then put them in the hands of the end 
user,” he said. 

Analysts said graphical depictions of 
data enable users to more readily judge 
correlations and differences among 
data groups. 


Data Comprehension 

“Visualization of data is a new area in 
reporting tools, because a lot of busi 
ness intelligence analytics offer just 
tabular reports,” said David Folger, an 
analyst at Meta Group Inc. in Stamford, 
Conn. “There is a value in tools that al 
low people to understand the meaning 
of data better.” 

“It’s a question of the bandwidth of 

the user doing the analysis,” said Roddy 
Martin, an analyst at AMR Research 
Inc. in Boston. “Some researchers can 
come up with trends from a heap of 
numbers, but doing 3-D data analysis, 
they may be able to see a correlation 
that would be difficult to see by 
looking at the numbers.” 


just 


Such visualization capabilities set 
Spotfire.net apart from competitors 
such as SAS Institute Inc. in Cary, 
N.C., and Aegis Analytical Corp. in 
Lafayette, Colo. — in the statistical 
s space, added Martin. Spotfire. 
net 5.0 also allows users to access data 
and perform analytics via a Web brows- 
er from a corporate intranet and publish 
analysis results on the Web, which is 
important to large biotechnology and 


anal 


ticipating for as long as six months, ac 
cording to the company. 

Last month, Microsoft suffered an 
embarrassing setback when top bench- 
mark results for its SQL Server 2000 
database were canceled by the Trans- 
action Processing Council in San Jose 
because they were found to be non- 
compliant. 

The company struck back soon after 
ward with new numbers that analysts 
said show that SQL Server 2000 is gain- 
ing on rival products. 

Analysts said that Microsoft’s Web- 
based server for e-commerce and data 
warehousing still isn’t up to par with 
similar applications such as Oracle8i 
and IBM’s DB2 but that the company is 
gaining ground. D 


manufacturing firms, said Martin. 
“One problem manufacturers in the 

life sciences have is a fragmented IT 

architecture, which makes it difficult 


HT) 


to have access to the same information 
across multiple functional groups 

said Martin. “Because Spotfire has 
Web-based capabilities, any user with 
in the enterprise can access different 
data sources via the Web and do the 
analysis.” D 


rr rr re 


ee A A A Nk SS A I 


f 


“The manageability 
and reliability of 
Microsoft Windows 
2000 Professional 
makes our IT staff’s 
job much easier, and 


that goes right to our 
bottom line.” 


— Mike Enfield, 
Lead Analyst-Desktop Architecture, 
Motoroia Desktop Solutions 


TRIM ALONG PERIMETER TO COLLECT AND DISPLAY NEAR KEEPSAKES OF CONSIDERABLE SIGNIFICANCE. 


Microsoft 


Where do you want to go today? 
microsoft.com/windows2000 
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TECHNOLOGY 
A Pound of Prevention, 
An Ounce of Cure? 


Jude wonders if the costs of some security measures 
to stop potential hackers outweigh the benefits 


N ONE EPISODE OF The Simpsons, 
Bart enters a radio competition 
and an African elephant. 
The elephant eventually gets 
bored with being tied up in the 
back garden, breaks free and heads off 
through Springfield, leaving a trail of | 
destruction behind it. 
The scene shifts to a peanut factory. 
One of the supervisors sees the elephant 


wins 


approaching, slams the gates shut and 
yells to his staff, “I knew it! I knew this 
moment would come! You all laughed 
at me for making you run through the 
emergency plans for half 
an hour before work every 
morning, but I knew it 
would pay off!” 

I sometimes have the un- 
easy feeling that I take a 
similarly over-the-top ap- 
proach with information 
technology security — 
whenever someone ques 
tions the justification for 
a particular up- 
grade, to 
cite the mythical horde of 
ravening hackers we hear 


security 


it’s very easy 


so much about in the press. 

I know there are hackers 
who break into systems for 
fun or profit and can cause 
significant damage. But I 
can’t help feeling that if 


done by hackers in the past year, it 
would be insignificant compared with 
the amount of money spent on efforts 
to stop them. 


Top 10 Threats 


This feeling has been brought into 
focus during the past week or so as we 
have attempted to gauge the breadth of 
our exposure to the SANS Institute’s 
“Consensus List of the Top Ten Inter- 
net Security Threats.” 

For those who haven't seen the list, | 
it’s being touted as the 10 most signif- 
icant technical vulnerabilities on the | 
Internet and seems to be backed by 
everyone who is anyone in the world of | 
Internet security. 

I don’t know how much support the | 
list is getting elsewhere, but my “highly | 


Security 
Manager's 
Journal 


you added up the cost of all the damage 


scientific” survey (I spoke to a few col- 
leagues at other companies) shows that 
about half of the big corporations in 
Europe seem to be taking steps to over- 
come those vulnerabilities. 
However, I was surprised at the 
depth of feelings aroused when I at- 
tempted to mobilize some resources to 
create fixes in my own big corporation. 
I thought that our technical depart 
ments would jump at the chance to 
focus on only 10 vulnerabilities rather 
than every theoretical technical expo- 
sure highlighted by their evaluation 
copy of a system scanner. 
hat 
had lit the fuse but neglect- 
ed to retire to a safe dis- 


wasn’t the case. I 


tance. Within a couple of 


days, e-mail rants taking 
sides in this great debate 
flew in all directions 
around our worldwide IT 
department, cc’d to every 
one who might have the 
slightest interest and to an 
awful lot of people who 
didn’t. 

At one point, I found 
myself in the middle of a 
rather argument 
with the internal auditing 
department on one side 
talking patch levels and 
configuration options and 
the 


unusual 


an engineering department 
other stating the case for a managed 
change-control procedure. 

So much for my pre-employment res- 


on 


olution to keep my head down for a few 

months until I knew the lay of the land. 
In the end, I think I found a relatively 

safe course through the storm: While 


the argument raged, I got the support of 


a few of the better engineers, and they 
quietly found and fixed a significant 
number of the vulnerabilities. We prob- 
ably didn’t find every vulnerability, but 
I believe that for 20% of the effort, we 
fixed 80% of the problems. 

The next step is to put the infrastruc- 
ture in place to deal with as many as 
possible of the remaining 20% of the 


problems, and it may take quite a bit of 


work. Management’s main reservation 
is that if we start detecting technical 


security vulnerabilities, then we'll have 

to start fixing them, and that’s going to 

take a lot of time and money that we 
| don’t yet have. 

It’s an argument that seems a little 
head-in-the-sand at first, but it makes a 
little time 
There’s little point in spending money 


more sense as goes on: 
| On scoping out the problems until we 
can afford to fix them. 

So now [ have to push the problem up 
the management chain until I can find 
someone who’s willing to pay for it. I 
hate asking for money — that’s why I 
don’t want to be an independent con- 

| sultant. And all the time I’ve got the 
peanut factory supervisor’s rogue ele- 
phant contingency plans in the back 
of my mind, wondering whether we’re 
wasting money by overreacting to a 
threat that may never materialize. 

The dubious joy of this job is that the 

| only way I'll ever get a definitive an- 
| swer to that question is if we do get 


| hacked and we aren't ready. 


| XXX Marks the Spot 


| e - ° ° 
| On the subject of dubious joys, Inter- 


net pornography has reared its ugly 

head. My employer has long taken the 

view that if it treats its employees like 

mature professionals, they may actually 

act like mature professionals, so we 
| don’t actively monitor their Web traffic 
| Or maintain a list of banned sites. 

That may seem amazing or even neg- 

ligent to the proponents of active cen- 
| sorship, but, surprisingly, it seems to be 
| working. A curious trawl through the 
logs over the past few weeks has shown 
that a much smaller number of people 
| visit pornographic sites than I had ex- 
pected from my experience at other, 
more censorious companies. 

However, after one minor incident, I 
| talked to human and we 
| agreed to ask senior management to 

send a memo to all staff pointing out 


resources, 


| that we’ll be keeping an eye on the 
| proxy logs. Then we'll see if we still 
have any employees stupid enough to 
jeopardize their jobs over a cheap thrill. 


| PlanB 


Incidentally, one of our engineering 

| groups points out, quite correctly, that 
there’s no way we can hope to keep up 
with the ever-changing list of porno- 
graphic Web sites. And if we don’t 
know what we’re searching for, we’re 
| going to have a hard time separating 
| the pornographic URLs from the other 
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SECURITYCHECKLIST 


Just what are those top 10 security threats 
causing Jude such consternation? The 
SANS Institute's recently released “Con- 
sensus List of the Top Ten Internet Secu- 
rity Threats” includes detailed descriptions 
of each threat and recommendations on 
how to deal with them. Here’s a quick 
rundown. To see the full report, go to 
www.sans.org/topten.htm. 


1. Berkeley Internet Name Domain 
weaknesses. 


2. Vulnerable Common Gateway Interface 
programs and application extensions 
installed on Web servers. 


3. Remote procedure call weaknesses in 
rpc.ttdbserverd (ToolTalk), rpc.cmsd (Cal- 
endar Manager) and rpc.statd that allow 
immediate root compromise. 


4. Remote Data Service security hole in 
Microsoft's Internet Information Server. 


5. Unix sendmail buffer overflow 
weaknesses. 


6. Unix sadmind and mounted-buffer 
overflow weaknesses. 





7. Global file sharing and inappropriate 
information sharing via NetBIOS and Win- 
dows NT, Unix Network File System, or 
Macintosh Web sharing or AppleShare/IP. 


8. User identifications, especially root/ 
administrator with no passwords or weak 
passwords. 


9. Buffer-overflow vulnerabilities or incor- 
rect configuration of the Internet Message 
Access Protocol or Post Office Protocol 
remote-access mail protocols. 


10. Default Simple Network Management 
Protocol community strings set to “public” 
and “private.” 


LINKS: 


www.sans.org: The SANS Institute is a 
research arid education organization for 
systems administrators and security pro- 
fessionals that has more than 96,000 
members. Its Web site is a must-read 
resource for every security manager. 


800MB of daily log files. 

However, I notice that many of the 
pornographic Web sites seem to use 
| one of seven or eight banner ad ex- 
| changes, age checkers or traffic-count- 
ing services (such as Sextracker and 
XXXcounter), so instead of trying to 
| track the pornographic sites, we can 
just search the logs for hits referred to 
one of these services. 

This strategy won't catch everything, 
but it will catch most inappropriate 
Web use quite quickly and cheaply. 
| We'll try it out for a couple of months 
just to see what happens. D 





@ This journal is written by a real security manager, whose name and employer have been disguised for obvious reasons. It's posted weekly at www.computerworld.comand at www.sans.orgto help you and our security 
manager — let's call him Jude Thaddeus - better solve security problems. Contact Jude at jude.t@lycos.com or click on Computerworld.com’s Security Watch community forum to participate in discussion topics 
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Which customers are 
most profitable? And 
TONED LTR ASS 
their socks off? On 
the Web and beyond? 
SAS can tell vou. 


phone: 800.727.0025 
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WWw.sas.com/impact 





even in the world of e. With SAS 
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Lasting impressions mean everything 


winning intelligent warehousing. Your enterprise IT clients can then turn 





that data into knowledge about customers—and build more profitable 
relationships —by profiling and segmenting target markets, personalizing 
Web visits, and creating multi-channel campaigns with real impact. See 


for yourself at Www.sas.com/impact 


The Power to Know: Yo hs 


e-Intelligence 


Digital Certificat 


BY ANN HARRISON 
IGITAL certifi- 
cates are issued 
by a trusted third 
party known as 
a certification 
authority (CA). The CA vali- 
dates the identity of a certifi- 
cate holder and “signs” the 
certificate to that it 
hasn’t been forged or altered 
in any way. 

When a certificate is digital- 
ly signed by a CA, its owner 
can electronic 
passport to prove his identity. 
It can be presented to Web 


attest 


use it as an 





; ‘ a. s | 
sites, networks or individuals 


that require secure access. 


Identifying information em- | 


bedded in the certificate in- 
cludes the holder’s name and 
e-mail address, the name of 
the CA, a serial number and 
any activation or expiration 
data for the certificate. When 
a user’s identity is verified by 


the CA, the certificate uses the | 


holder’s public encryption key 
to protect this data. 


Public keys are also em- 


ployed by certificates that a | 


Web server uses to confirm 


the authenticity of a Web site | 
for a user’s browser. When a | 


user wants to send confiden- 
tial 
server, such as a credit-card 


information to a 


Web | 


number for an online trans- | 


action, the browser will ac- 
cess the public key in the 


server’s digital certificate to | 


verify its identity. 


Role of Public-Key Cryptography 


The public key is one half of 


a pair of keys used in public- 
key cryptography, which pro- 
vides the foundation for digital 
certificates. 

Public-key cryptography uses 
matched public and private 
keys for encryption and de- 
cryption. These keys have a 
numerical value that’s used by 
an algorithm to scramble in- 
formation and make it readable 
only to users with the corre- 
sponding decryption key. 

A person’s public key is used 
by others to encrypt informa- 
tion meant only for that per- 
son. When he receives the in- 
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HOT TRENDS & TECHNOLOGIES IN BRIEF 


DI 


FINITION 


Digital certificates are data files 
used to establish the identity of 
people and electronic assets on 
the Internet. They allow for se- 
cure, encrypted online commu- 
nication and are often used to 
protect online transactions. 


Verifying Identity: 
Certificates at Work 


@ 


Request for digital certificate 


(containing data such as name, e-mail address 
company name and public key) 


© 


Certificate 
authority 


Digital certificate 


« Version 


¢ Serial number 
« Signature algorithm 
e Issuer name 


e@ 


+ “Not valid before” date 
e “Not valid after” date 


« Subject name 


« Subject’s public key 


« Algorithm 
« Extensions 
« Signature 


Certificate 
presented as 
authenticator 


formation, he uses his corre- 


sponding private key, which is | 


kept secret, to decrypt the data. 


A person’s public key can be | 
distributed without damaging | 


| the private key. 


| can decrypt confidential in- | 


A Web server using a digital 
certificate can use its private 
key to make sure that only it 


2 - 


Web site 
or other 
transaction 
partner 





formation sent to it over the | 


Internet. 

The Web server’s certificate 
is validated by a self-signed CA 
certificate that identifies the 
preinstalled on most major 
Web browsers, including Mi- 


Netscape Navigator. 


| issuing CA. CA certificates are | 


crosoft Internet Explorer and 


The CA certificate tells users 
whether they can trust the Web 


server certificate when it’s pre- | 


sented to the browser. If the 
validity of the Web server cer- 
tificate is affirmed, the certifi- 
cate’s public key is used to se- 
cure information for the server 
using Secure Sockets 
(SSL) technology. 

Digital certificates are used 
by the SSL security protocol 
to create a secure “pipe” be- 
tween two parties that seek 
confidential communication. 
SSL is used in most major Web 
browsers and commercial Web 
servers 


Hello and a Handshake 


If a purchaser wants to con- 
nect to a Web site secured with 
SSL, his browser 
“client hello” message to the 
Web server, requesting an SSL 
secured session. The Web 
server replies by sending the 
purchaser its server certificate. 

The purchaser’s browser 
will verify that the server’s cer- 
tificate is valid and signed by a 
trusted CA. The process of 
confirming that two entities 
want to establish a secure SSL 
connection is known as the 
SSL “handshake.” 


To initiate the handshake, 


the purchaser’s browser will 
generate a unique, one-time 
session key encrypted with 
the server’s public key and 


send the encrypted session | 


key to the server. The server 


recovers the session key and | 


decrypts the message using its 
private key. 

This exchange verifies the 
identity of the Web site and en- 
sures that only the browser 
and the 
copy of the session key. The 
Web server then uses the ses- 
sion key to send encrypted in- 
formation to the purchaser. 


When the browser is in nor- | 


mal mode, a key or padlock 
icon in the lower corner of the 
browser looks broken or open. 
When an SSL connection has 
been established and the 
browser is in secure mode, the 
key becomes whole and the 
padlock is closed. D 


Layer 


sends a | 


Web server have a | 
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New Uses 


For Digital 
Certificates 


Digital certificates are now 
being used to provide security 
and validation for wireless con- 
nections, and hardware manu- 
facturers are one of the latest 
groups to use them. Last 
month, VeriSign Inc. in Moun- 
tain View, Calif., announced its 
Cable Modem Authentica- 
tion Services, which allow 
hardware manufacturers to 
embed digital certificates into 
cable modems to help prevent 
the pirating of broadband ser- 
vices through device cloning. 

Using VeriSign software, 
hardware makers can generate 
cryptographic keys and corre- 
sponding digital certificates 
that manufacturers or cable 
service providers can use to 
automatically identify individual 
modems. “It appears that this 
is the very first time that certi- 
ficates are being used at the 
point of manufacture in elec- 
tronics products, where they 
are burned right into the read- 
only memory of [a] cable mo- 
dem,” says analyst Michael 
Harris, president of Kinetic 
Strategies Inc. in Phoenix. 

According to VeriSign, the 
Data Over Cable System 
Interface Specification 
standard, which calls for the 
embedding of digital certifi- 
cates in cable modems, sets 
the stage for next-generation 
broadband services such as 
pay-per-view, digital rights 
management and online soft- 
ware delivery and ensures in 
teroperability among products 
from cable modem manufac- 
turers and operators. 

“This ‘last-mile’ authentica- 
tion not only protects the value 
of existing content and services 
but also positions cable system 
operators to bring a broad new 
range of content, applications 
and value-added services to 
market,” says Stratton Sclavos, 
president and CEO of VeriSign. 

- Ann Harrison 


@ Are there technologies or issues you would like to learn about in QuickStudy? Please send your ideas to quickstudy@computerworld.com 
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Not quite, but scientists are using an 
experimental program called Swarm 
to model a changing world. 


By Peter Panepento 


IOLOGISTS and po- 
litical scientists are 
of the 


just part 


growing brigade of 


natural and social 


scientists who are going 


against convention and em- 
bracing the concept of agent- 
based modeling. 

While it’s still far from the 
scientific mainstream, agent- 
based modeling is rapidly gain- 
ing acceptance in disciplines 
as diverse as economics, ecolo- 
gy and defense. And software 
— most notably a program 
called Swarm — has been fuel- 
ing its development. 

Agent-based modeling al- 
lows researchers to create arti- 
ficial worlds that model activi- 
ty in the natural world. 

Using Swarm, researchers 
design a series of rules to gov- 
ern those worlds and then send 
players, called agents, to live 
under those guidelines. The re- 
create 


searchers in essence 


their own games, then use 
those games to draw conclu- 


sions and test theories. 


Planned Chaos 
The 


chaotic and unpredictable, but 


scenarios are often 
they also give insight into the 
behavior of societies, econom- 
ic markets or natural activities. 
Such insight may be used to 
help an economist determine 
how a market will behave, help 


a political scientist predict vot- 
ing patterns or help a biologist 
simulate bacterial growth. 

“What’s really exciting about 
Swarm is that it’s useful to peo- 
ple in a lot of different disci- 
plines. The cross-platform na- 
ture of it is fun,” says Nelson 
Minar, a member of Swarm’s 
original two-man design team 
and the founder of Popular 
Power Inc., a San Francisco- 
based technology company. 
“It’s a major paradigm shift in 
how people understand our 
world. It provides a cross-dis- 
ciplinary understanding of ar- 
tificial phenomena.” 

Minar says Swarm has led 
the agent-based modeling 
charge because it has cross- 
disciplinary applications. And 
it has cross-disciplinary appli- 
cations because it was devel- 
oped at the Santa Fe Insitute 
(SFI) in New Mexico, a private, 
nonprofit, research and educa- 
tion center that aims to foster 
interdisciplinary study. 

SFI began developing Swarm 
in 1994 to give scientists a prac- 
tical tool for creating artificia 
worlds. The software is still 
considered experimental, but 
it has been useful to scientists 
who are scratching the surface 
of agent-based modeling. 


Those charged with devel- | 
oping Swarm are still learning | 
its capabilities. For example, 


Marcus Daniels, the executive 


director of SFI’s Swarm Devel- 
opment Group, has spent two 
years trying to make Swarm ac- 
cessible to what he calls “a sci- 
that 
comfortable with computers.” 
still 


entific community isn’t 


“Swarm is considered 
very hard to use,” says Daniels, 
who has created a CD-ROM 
version of the program and is 
creating a system that will al- 
low users to access the Swarm 
model through a Web browser. 
“There is an infrastructure that 


people have to get used to.” 


Less Than Accessible 

Users say Swarm’s cumber- 
some nature is complicated be- 
cause it’s written in Objective- 
C rather than C++. As a result, 
using Swarm is like working 
with Betamax in the days when 
VHS was starting to take over 
the home video world. It has 
some advantages, but it isn’t as 
accessible as programs written 
in the more popular format. 

Nonetheless, the program 
offers flexibility to researchers 
that newer, more user-friendly 
pro- 
grams such as Ascape, Repast 


agent-based modeling 


and StarLogo can’t provide. 

“We find [Swarm] to be very 
easy to use. It’s been good for 
rapidly putting things togeth- 
er,” says Michael North, a soft- 
ware engineer at the U.S. De- 
partment of Energy’s Argonne 
National Ar- 
gonne, Ill. 


Laboratory in 


Swarm’s flexibility has creat- 
ed a small but devout group of 
about 1,000 
serve as a support network for 


users who also 
the Swarm brethren. 

and computer 
have 
agent-based models with the 


Researchers 
scientists who created 
software gather each spring for 
an event called SwarmFest to 
their findings. It’s 
there that the true power of the 


present 


software is revealed. 

“I heard from everything 
from biologists talking about 
fish migration to political sci- 
entists talking about voting 
patterns,” says North. “Swarm 
doesn’t solve every problem, 
but it than 
could in the past.” 

North is part of the brave 
new world of Swarm users who 


solves more we 


are responsible for its popular- 


A 3-D VISUALIZATION of a 
AYE ERR elt 
unfolds. The colors represent 
OT Ceulae lt LCM Ue Ce 
ec MU mel ag 
time, starting in the center 


ity on the cutting edge of the 
research world. His laboratory 
is one of a growing number of 
government research agencies 
and defense interests that use 
agent-based The 
U.S. Navy, in fact, provides the 


1 jel 
modeling. 


primary grant to support the 
Swarm Development Group. 

North used Swarm to help 
create a series of models that 
look at levels of competition in 
the age of deregulation of elec- 
tric utilities. These models are 
helping the government deter- 
mine, among other things, the 
number of companies needed 
to create true competition in a 
particular market, and they’ve 
even helped researchers iden- 
tify when companies are col- 
luding to drive up electricity 
prices. 

“The real breakthrough is 
and 


Ne need 


agent-based computing 
Swarm,” North says. “ 
to model change, and Swarm is 
a practical agent-based tool 
that allows us to model change 
effectively.” D 


Panepento is a freelance writer 
in Erie, Pa. 
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Load balancing across servers gets the right data 
to the right user at the right time. 


britannica.com 


esi TT PY 


BRITANNICA.COM BALANCED LOADS ACROSS DATA CENTERS because “high availabil- 
ity was part of the design criteria for the site from the beginning,” says ClO Doug Shuck 





By James Cope 


HEN A USER types a 
URL into the ad- 
dress window of a 
browser or clicks a 
link, routers on the 
Internet need only a second or two to 


take the user to where that information | 


is stored. But ferreting out the specific 
documents and graphics — the content 
— and retrieving it from a busy Web 
site for display on the user’s PC can 
take more time than some users want 
to spend 

Thousands of users could be looking 
for the same information or performing 
the same transactions at the same time 
and place. To ward off gridlock and de- 
lays, companies and service providers 
have turned to load balancing. 

Load balancing, especially load bal- 
ancing that uses Web switches, is “the 
glue that holds e-commerce together,” 
says Ron Westfall, an analyst at Cur- 
rent Analysis Inc. in Sterling, Va. 

Sometimes called Layer 7 switching 
or content switching, load balancing is 


a way of identifying what users coming | 


to a Web site want and spreading those 
requests across multiple servers or 
data centers. Layer 7 refers to the rout- 
ing of data packets based on informa- 
tion in the highest application layer of 


the Open Systems Interconnection net- | 


work model. 

The simplest form of load balancing 
employs a special-purpose computer 
that sits between a site’s Web servers 
and the router that connects the site to 
the Internet. Software in the load bal- 
ancer detects when one server is too 
busy to accommodate the incoming re- 
quests and switches the request to an- 
other server at the site. The process is 
seamless to the user. 
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As the amount of content housed on 
Web sites increases and the variety of 
applications used to create that con- 
tent becomes more diverse, simple 
load balancing is no longer adequate. 
This is especially true for large name- 
brand sites such as Britannica.com Inc. 
in Chicago, which hosts a graphics- 
rich online encyclopedia and supports 
sophisticated search capabilities. 

When Britannica deployed the site 
two years ago, CIO Doug Shuck says, 
the company was under no illusion it 
could control the performance of the 
Internet after content left its data cen- 
ters and headed to users’ desktops. 

But Shuck says he wanted to mini- 
mize delays. “When we went online, 
besides the recognition of quality, we 
wanted to preserve the brand,” says 
Shuck. “High availability was part of 
the design criteria for the site from the 
beginning.” 

“We started [building the infrastruc- 
ture] with three points of distribution,” 
says Shuck. “One was at our corporate 
facility in Chicago. Others were co- 
located at hosting centers in Sunny- 
vale, Calif. and Herndon, Va.” 

Servers at these centers are now set 
up in three tiers consisting of Web 
servers, application servers and data- 
base servers, Shuck says. This makes 
managing servers easier because like 
applications are located on the same 
machines. It also increases the pro- 
cessing power available for handling 
bursts of traffic. 


Dynamic Balance 

Shuck says he balances traffic across 
servers at each location using Big-IP, a 
brand of load balancer from F5 Net- 
works Inc. in Seattle. He says the F5 
equipment dynamically balances re- 
quests for content over the appropriate 
servers within each site. It detects 
server problems and shifts the load to 
“one or more machine sets [clusters of 
servers] per location,” Shuck says. 

To further enhance the user experi- 
ence, Shuck set up a means to route 
user requests to the data center that 
will respond the quickest. 

He placed 3-DNS Controllers, also 
from F5, at each data center. Shuck says 
the 3-DNS units look at where the user 
comes from and compare the response 
time for that interaction to the re- 
sponse times of servers at the other 
Britannica data centers. 

Then, they automatically select the 
route and data center that are predict- 
ed to give the best performance. Next, 
F5’s Big-IP load balancers take over to 
spread traffic across multiple sites. Al- 
teon WebSystems Inc. and Cisco Sys- 
tems Inc. have similar technology, but 
their products are built into load bal- 
ancers, not sold as separate units. 

Balancing loads across applications 
that are native to the Internet, such as 
those that handle e-mail and serve up 
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HTML documents, is one thing. Bal- 
ancing loads across different applica- 
tions, however, requires a new breed of 
equipment called a Web switch. 

Web switches look into the packets 
at Layer 7, which contains information 
on applications that interface with the 
network, says Stan Schatt, an analyst at 
Giga Information Group Inc. in Cam- 
bridge, Mass. 

Mike Shoupe, a network engineer at 
PSINet Inc. a global network out- 
sourcer and Web hosting company in 
Ashburn, Va., uses Web switches made 
by San Jose-based Alteon Websystems 
to balance loads across applications. 
Alteon agreed late last month to be ac 
quired by Nortel Networks Corp. in 
Brampton, Ontario, for $7.8 billion. 

Other companies, including Sportal 
Ltd., a sporting events hosting compa- 
ny in London, and Digex Inc., a Web 
hosting and application provider out- 
sourcer in Beltsville, Md., use switches 
from San Jose-based Cisco. 

Although Shoupe uses F5’s Big-IP in 
some applications, he says F5’s prod- 
ucts were designed primarily to identi- 


TECHNOLOGY 


fy requests for Web content, such as 
HTML pages, and send those requests 
to the server that holds that content 
and is most available to provide it 

Shoupe says the more robust Web 
switches from Alteon and Cisco can 
read the Internet data packets con 
tained in user requests to identify the 
application that processes that data 
and point the request to the servers on 
which the application resides. 

That added intelligence of Web 


switches ensures a persistent session: a 


connection that stays intact until infor 


mation has been retrieved or a transac- 


tion has been completed, says Charles 
Boyle, director of research and devel- 
opment at Digex, which hosts Web 
sites for large companies such as St 
Louis-based Trans World Airlines Inc 
and J. P. Morgan & Co. in New York. 

Changing an IP address in the mid- 
dle of a transaction, which Boyle says 
service providers such as America On- 
line Inc. routinely do, can break the 
session, preventing the user from com 
pleting his purchase. 

By reading cookies (small files on 


HOW LOAD BALANCING STEERS 
WEB TRAFFIC TO THE PROPER SERVER 


the user’s PC) that uniquely identify 
the user and determining from data 
packets which applications are re- 
quired to complete a transaction, the 
Web switch can track the user session 
ind keep the user connected and the 
transaction process intact until it has 
been completed. 

High-level switches become impor- 
tant when users need to balance traffic 
based on applications that haven't typi 
cally been used in a Web site environ 
ments, such as enterprise resource 
planning software from Germany’s 
SAP AG or Pleasanton, Calif.-based 
PeopleSoft Inc 

Depending on configuration, prices 
for Web switches can run from $10,000 
to more than $100,000. 

The new Web switches can balance 
loads during e-commerce transactions 
that use Secure Sockets Layer connec- 
tions to maintain privacy. Westfall says 
they can also be set up to manage load 
across application servers dedicated to 
mobile and wireless protocols, such as 
those that handle Web traffic through 
Wireless Application Protocol. B 


Web switches examine data packets and route them according to user needs 


Load-balancing 
switch 
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Web switches can handle simultane- 
ous requests from thousands of users 
and can balance those requests over 
multiple Web servers. The latter often 
link to application servers, creating “ma- 
chine sets.” There may be several ma- 
chine sets at a given data center. Web 
switches balance traffic loads across ma- 
chine sets within a data center and also 
across machine sets among different 
data centers. 
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HEN AN ONLINE brokerage’s 
trading site goes down, it 
doesn’t just risk alienating 
customers. According to 
the U.S. Securities and 
Exchange Commission, it 
might actually be liable for 
any damages customers 
suffer during the outage. 

For Omaha-based Ameritrade Inc., that wasn’t 
the only impulse to create a better site. Times have 
grown tougher since 1988, when it was the first 
brokerage to offer automated touch-tone telephone 
transactions, and even since 1996, when it became 
the world’s first online-only brokerage. 

By March of last year, Barron’s Online, owned by 
Dow Jones & Co., awarded the Ameritrade site only 
two of four possible stars in a ranking of online 
brokerages. Ameritrade brought up the rear, in 21st 
place out of the 22 brokerages ranked. Accounting 
for that ranking were such things as the 
site’s customer service, reliability, availabil- 
ity, price per trade and ease of use. 

In contrast, today, on San Mateo, Calif.- 
based Keynote System Inc.’s consumer in- 
dex of the top 40 most available sites, Ameritrade 
is ranked first. On the Online Broker Index, which 
tests brokers by doing multiple, varied transactions, 
Ameritrade is often ranked first for reliability and is 
often in the top two or three for performance. 

Ameritrade is the fifth-largest U.S. online broker- 
age. Its turnaround was the result of doing predictive 
testing rather than reacting to failures, updating and 
testing hardware and software together and creating 
a separate testing organization and giving it more 
clout. 

Since beginning those changes in March 1999, the 
company has invested more than $100 million to 
make them work. 


Predictive Testing 

Ameritrade’s primary goal is to make sure its cus- 
tomers can complete trades. Before the makeover, 
Ameritrade had tried to achieve that by coding its 
applications, selecting hardware, trying to fine-tune 


WEB SITE 
MAKEOVER 
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the code for the hardware and then putting it all on 
the live Web site. But that was the equivalent of fly- 
ing blind; Ameritrade wouldn’t know where any ob- 
stacles were until the software ran into them. That’s 
because a system can work fine at 2,491 transaction 
sec., then fall apart at 2,492 transaction/sec. 

But with lost orders, defecting customers and the 
threat of litigation, Ameritrade chose to spend its 
money ensuring that code runs really well before 
deploying it rather than just doing autopsies of dead 
sites 

Eliminating those kinds of failures takes sophis- 
ticated performance- and load-testing software that 
can simulate the momentary, crippling peaks Web 
sites experience. Ameritrade selected Sunnyvale, 
Calif.-based Mercury Interactive Corp.’s LoadRun- 
ner, for which it already had a license after hiring 
Computer Sciences Corp. in El Segundo, Calif., to 
analyze its Web site two years ago. 

Furthermore, Jerry Johnston, Ameritrade’s direc- 
tor of quality, had performed a “bake-off” 
among load-testing products from Segue 
Software Inc. in Lexington, Mass., Com- 
puware Corp. in Farmington Hills, Mich., 
and Mercury Interactive at his previous 
company, USF&G Corp., and ultimately chose 
Mercury. 

Ameritrade writes scripts using WinRunner that 
test user-order behavior on the site. “We're in the 
process of creating just about every conceivable type 
of order that can be made to develop an automated 
regression test script using WinRunner that covers 
equities, options, mutual funds, complex options. 
There are literally thousands of combinations,” says 
Johnston. 

Such simulations allow Ameritrade to break a test 
version of its site repeatedly during testing, fix the 
problem and then load those changes onto the real 
site. It can also ensure that there aren’t any hidden 
capacity issues or defects such as memory leaks, 
which are caused when a process doesn’t release the 
memory it’s using after it finishes. Eventually, if not 
stopped, such leaks will cause a system to crash. 

“Those are typically very hard to diagnose and 
remedy. By having a full-blown performance envi- 


How did Ameritrade make 
sure online trades went 
through? It ran predictive test- 
ing, created a stand-alone test 
eroup and tweaked hardware 
and software at the same time. 
By Mathew Schwartz 
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Redesigning Ameritrade 


The stock-trading site used testing to predict performance, tweaked applications 
for specific hardware and created a separate, more powerful testing group. 


Predictive Testing Focused Development Creating a Separate 
For Specific Hardware Test Team 


Ameritrade used scripts written for Ameritrade found that choosing the To emphasize the importance of test- 

Mercury Interactive’s WinRunner to right hardware wasn’t enough — it ing and to make sure enough time was 

predict site performance under every also had to tweak its applications to allowed for it in the development 

possible type of user behavior. That’s take best advantage of that hardware. process, Ameritrade pulled together 

a far cry from the previous method, in For example, the company says, it got testers from separate development 
which Ameritrade did its best development an eventual 700% increase in site perfor- groups into a new test team. The team could 
work, put the code on the live site and then mance from EMC disk storage subsystems also enforce more consistent test methods. 
tweaked it. only because it tweaked its applications to 

run on the new hardware. 


stCase 
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Test 


ronment that you can run well above product stress 
levels, we’re able to do far better performance num- 
bers,” says James Ditmore, Ameritrade’s CIO. In ad- 
dition, frequent testing between software versions 
and site iterations gives Ameritrade a paper trail: It 
can compare site performance based on software 
version, versions of the site or the month. 

When the site does break, whether in testing or on 
the live servers, the programmers have another new 
line of defense: regression testing. The benefits are 
simple: Since changing a piece of code can uninten- 
tionally break an application that was working fine 
before, regression testing allows developers to roll 
the application back to a state where it’s working and 
then compare the two versions of code to see what 
went wrong. 

“Often, developers and development groups are 
more focused on their release and fixes and enhance- 
ments that the release includes, so I’m interested in 
making sure that not only those enhancements work 
the way they need to, but that all the prior code in 
the prior release is still working the way it should,” 
says Johnston. 


Tweaking 

The No. 1 myth of Web site scalability is that when 
things slow down, you can just pop in a new Web 
server. Not so, says Ditmore: Good hardware is im- 
portant, but it isn’t nearly the whole story. Ditmore 
estimates that 50% of the performance gains of the 
new site came from application and database engi- 
neering, which meant not only writing those applica- 
tions but also testing and refining them continually 
until all possible bottlenecks were eliminated. Twen- 
ty-five percent came from doing the same refining 
process on the network, and just 25% resulted from 
hardware improvements. 

What's critical to truly realizing the benefits of 
performance engineering, however, is integrating 
those three categories. For example, when Ameri- 
trade switched from Sun Microsystems Inc. to EMC 
Corp. disk storage subsystems and saw transaction 
speeds increase 700% over eight months, it wasn’t 
necessarily because the EMC hardware or other in- 
frastructure was faster. 

“Without having the application engineered so 
it had headroom, you could have put EMC in and 
wouldn't have seen the change,” Ditmore says. 
Ameritrade spent nine months tuning its network 
and servers. 

When upgrading its proprietary Ameritrade Order 
Management (AOM) database production environ- 
ment and moving to an EMC disk subsystem, Ameri- 
trade tested with LoadRunner. “We ran into things 
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like poor performance on certain transaction types 
— worse than in the existing production environ- 
ment — so we used that test as a way to tune that 
new environment, to maximize performance,” says 
Johnston. 

“For example, we were getting defunct processes 
on the system,” he says, meaning that valuable com- 
puting power was being spent on processes that the 
current version of AOM no longer needed. 

When Ameritrade finally upgraded its Sun servers, 
which had ably handled Ameritrade’s previous three- 
year, 120% annual growth rate, to EMC disk subsys- 
tems and tweaked the applications and network for 
EMC, the numbers really shot up: Throughput on the 
trading system nearly doubled, increasing from 
2,500 to 4,500 transaction/min. “Unix vendors’ stor- 
age solutions don’t match what EMC has to offer. 
Basically, EMC has tuned their stuff for much higher 
input/output loads,” says Ditmore. 

Furthermore, as a result of load testing, says John- 
ston, “the implementation was able to go in very 
smoothly compared to what would have happened 
without load testing. And it was transparent to cus- 
tomers.” 

Over the past year, Ameritrade has also been im- 
proving its network, making it fully switched rather 
than routed. This speeds throughput because the 
switches already know where traffic should go, 
whereas routers must first translate protocols and 
addresses. The difference “can take 20% to 30% off 
the networking time,” says Ditmore. 

The trading and clearing engines run off of two 
Sun E10000s grouped in a high-availability cluster. 
That configuration was the result of network engi- 


We're trying to 
ensure that 
everyone under- 
stands the benefits 
of doing it right. 


JAMES DITMORE, CIO, 
AMERITRADE 
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neering. “Because we have that redundancy, we’ve 
eliminated single points of failure,” says Ditmore. 

Inevitably, failures do happen, which is why Amer- 
itrade has fully redundant systems. In its Omaha data 
center, Ameritrade has more than 30 Sun 4500 Web 
servers running Unix for the primary applications 
and some running Windows NT for the networking 
directory. Those servers work in tandem with Seat- 
tle-based F5 Network Inc.’s Big/ip, which sits be- 
tween the network router and the server array and 
routes Web queries to the most available server. 

To improve site reliability, Ameritrade also created 
an exact duplicate of all its systems at a data center 
in Kansas City, Mo. 

A good game plan includes knowing what to do 
when errors occur. Ameritrade monitors every data- 
base, network and server. Over the past year, it also 
added alerts to see if a component is in trouble. 

More recently, it added tool sets to do correlation 
across errors. For instance, if a circuit fails, it is likely 
that every component attached to that circuit will 
report errors as well. Error correlation tools get to 
the root of the problem more quickly. “It can take a 
15-minute analysis and make it a less-than-15-second 
analysis to allow you to replace a card or change the 
network configuration immediately,” says Ditmore. 

Above all, he notes, he has a very well-trained 
operations staff that understands the systems and 
an engineering team that can provide emergency 
second-level support. 

All of Ameritrade’s efforts have paid off. Accord- 
ing to Keynote Systems, transaction times are 700% 
faster than they were just eight months ago. Like- 
wise, reliability has shot up, with Ameritrade being 
ranked by Keynote as one of the three most reliable 
sites. Recently, Money magazine ranked Ameritrade 
and Boston-based Fidelity Brokerage Services Inc. 
as the No. 1 online brokerages. 


Culture Shift 


There is one thing Ditmore won’t do when up- 
dating the Web site, and that is what he derides as 
“the Microsoft approach”: going live with a site or 
application and letting end users debug it for you. 
Besides the expense of fixing an application once 
it’s live, there’s the bad publicity and help desk inun- 
dation. 

Before, testers were part of the various application 
development or Web groups. That was bad because 
when pushed for time, testing often lost out. Creat- 
ing one group, which reports to Johnston, simply 
gave testing more clout. In addition, it allows Ameri- 
trade to easily reallocate testing resources. “We can 
do cross-training, then utilize testing resources 
across different groups,” says Johnston. 

Now, Ameritrade is working to embed full regres- 
sion testing and more thoroughly develop testing 
processes in the full production environment, so that 
actual production code — not an approximation or 
older version — is always being tested. 

“We have a testing group, and the development 
teams typically hand off testing during system-level 
testing, after unit testing and as part of the software 
and hardware integration. So load testing is handled 
by the test group. We have a test group that’s focused 
on it, but again, if the unit and regression test are 
completely aligned, then the stress and load tests are 
aligned in the new release,” says Ditmore. 

Why the emphasis on testing? It makes for a quality 
Web site. “We're trying to ensure that everyone un- 
derstands the benefits of doing it right, as opposed 
to trying to add quality at the end of the factory line, 
says Ditmore. DB 
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TECHNOLOGY: 


tart-up Navigates 
Online Sales Channels 


| customer throughout an orga- 


OrderFusion offers sales-side order 
management apps for e-commerce firms 


BY AMY HELEN JOHNSON 
HEN 
Inc., a 


ENCAD 
San 
Diego-based 
manufactur- 
er of wide- 
format ink-jet printers, wanted 
to build an e-commerce site, it 


knew it had to offer a level of | 


service over the Internet that 


was equivalent to the one its | 


customers received from its re- 
sellers. What 
Orders of Magnitude from Or- 
derFusion Inc. 
was that the package had an in- 
tegrated customer service in- 
that would 
ployees in the 
look up Web-generated orders 


terface 


when buyers needed help, says | 
Rodney Palmer, manager of In- 


ternet development. 
Orders of Magnitude 
buted in 1996 as a generic order 


management system targeted | 
at direct marketing, says Or- | 


derFusion CEO Tom Hen- 
nings. The company has since 
expanded the product to in- 
clude other sales channels, key 
among them the Internet, by 
developing an application that 
produces an online catalog, ac- 
cepts and 
handles payment, tracks order 
status and manages returns. 
The company is part of the 


processes 


business-to-business e-com- 
merce application market, 
which Boston-based AMR Re 
search Inc. projects will reach 
$16 billion in sales by 2004. 

In the recent past, the focus 
was on automating the supply 
chain. B2B applications from 
market Ariba Inc. in 
Mountain Calif., and 
Commerce One Inc. in 
Pleasanton, Calif., de- 
signed to help buyers manage 


leaders 


View, 
were 


their procurement processes. 
But they left a hole on the 
seller’s side of the equation, 
says Carl Lenz, an analyst at 
Gartner Group Inc. in Stam- 
ford, Conn. This gives Order- 
Fusion an opening to provide 
centralized tracking of orders 
and related changes, as well as 


applications, 


| out by Encad — 


sold Encad on | 


in San Diego | 


allow em- | 
call center to | 


de- | 


orders, | 


shipping and fulfillment. 
What sets Orders of Magni- 


| makes this possible; Orders of 


tude apart from other sell-side | 


OrderFu- 
sion’s vice president of mar- 


says 


keting, Bob Harrington, are ca- | 


pabilities like the ones singled | 


disseminate a unified set of in- 


formation about an order anda | implement this feature in the | 


the ability to | 


nization’s multiple sales chan- 
nels. A unified data model 
Magnitude collects informa- 
tion from all the sales efforts, 
stores it centrally and makes it 
available online to both inter- 
nal employees and external 
customers and partners 

The unified data model also 
allows Orders of Magnitude to 


serve up custom catalogs for | 


buyers to browse. Encad will 


CEO TOM HENNINGS: OrderFusion makes e-commerce order in- 


formation accessible throughout a company’s sales channels 


OrderFusion Inc. 


Location: 10180 Telesis Court, 
Suit e 400 San Diego Calif. 12121 


Web: www. orderfusion. com 


The technology: Sell -side 
e-commerce application lets sup 
pliers link to procurement systems, 
including electronic marketplaces. 


Why it’s worth watching: |!s 
unified data model supplies identi- 
cal customer and order informa- 
tion to multiple sales channels, like 
Web sites and call centers. 


Company officers: 

* Tom Hennings, CEO 

* Rob Walrath, co-founder and 
vice president of operations 

* Mont Rothstein, co-founder and 
vice president ot engineering — 


Milestones: 

* 1996: Founded 

1998: Orders of Magnitude is 
released 

© September 1999: Partnership 








Cr nen 


with Ariba Inc. 
formed 

¢ May 2000: Orders 
of Magnitude Version 
4.0 released 


Employees: 85: 153% annual 
increase since ‘founding 


Burn money: $1 6 million: ABS 
Capital Partners, Generation Capi- 
tal Partners LP 


Products/pricing: ‘Orders of 
Magnitude 4.0; average installa- 
tion costs about $500, 000 


Customers: Boise C ascade 
Corp., SpeedGreetings.com Inc., 
Encad Inc and others 


Partners: ‘Ariba Inc., Oracle 
Corp., Sun Microsystems Inc., 
Microsoft Corp. and others: 


Red flags for IT: 

¢ The product is weak on interna- 
tionalization features. 

¢ OrderFusion faces heavy compe- 
tition within its niche. 
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wing 
anj lle 


second phase of its project, 
when the resellers gain Web 
site access for placing and 
monitoring orders, 
Palmer. Resellers get different 
prices than 


he notes. The customization 


capabilities will also allow En- | 


cad to offer a two-click reorder 


option for returning Web cus- | 


tomers, based on their last pur- 
chase of printing supplies. 
Palmer says he has only mi- 
nor complaints about Orders 
of Magnitude, including some 
initial problems with credit- 
card verification, a desire for a 


more streamlined administra- | 
tion interface and a request for | 


a larger set of standard reports. 

OrderFusion is working on 
internationalization, custom 
quote-generation capabilities, 
and product configuration, 
Hennings says. 

OrderFusion claims rapid 
growth in sales but declined to 
reveal sales or profitability 
numbers. The vendor has 


raised $16 million in venture | 
| funding to date. 


| Make-or-Break Agreements 
| OrderFusion will face stiff 
| competition, says Lenz. A sup- 


ply-chain management vendor 
or a larger sell-side vendor will 
develop products that do what 
OrderFusion’s products do to- 


| day, he says. 


To win new customers, Or- 
derFusion must forge part- 
nerships with the 
* curement-side vendors 
© and the systems inte- 
grators who are build- 


'S_ ketplaces. It might be 


acquired by a buy-side | 
| endsystems from J. D. Edwards & Co., 


| Marcam Solutions, System Software 
| Associates Inc.and SAP AG, makingita 


company to fill a hole in or- 
der management functionality, 
says Lenz. 
Hennings acknowledges that 
the buy-side companies 


; complementary, not competi- 
says approaching | 
| tegration hub for companies that partici 


tive, but he 
Orders of Magnitude as a logis- 
tics application that plugs into 
a procurement infrastructure 
doesn’t give credit to its range 
of capabilities. It blends elec- 
tronic and human marketing 
and sales efforts, he 


long life. “A lot of people get in- 


volved fin such a transaction] | 
sales models, ranging from direct con- 


and will continue to for the 
next decade,” he says. D 
Johnson is is a Computerworld 
contributing writer in Seattle. 
She can be reached at 
amyhelen@pobox.com. 


says | 


retail customers, | 





ing the electronic mar- | 


says, and | 
that human touch will give it a | 
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the buzz 


STATE OF 
THE MARKET 


Execution Is All 


Carl Lenz, aresearch director at Gartner 
Group, says no sell-side e-commerce 
vendor has superior technology. So the 


| competition comes down to comparing 
| features, carving out niches and demon- 


strating an ability to execute by winning 
new customers. 
OrderFusion’s pick, pack and ship 


| functionality sets it apart from rivals, 


says Lenz. This involves tracking orders 
by line item, splitting up an order, orga- 
nizing shipping and drop-shipping and 
managing inventory. But it's a slim com- 
petitive advantage, he says. Other sell- 
side products like those of SpaceWorks 
Inc., lronside Technologies Inc. and In- 


| tershop Communications will have this 


functionality in their next releases. 


Web Business Manager 
Suite 


SpaceWorks Inc. 
Rockville, Md. 
ww w.spaceworks.com 


| SpaceWorksis astrong competitor in 


the order management arena, says 


| Lenz. He gives the nod to Orders of Mag- 


nitude for its inventory-tracking and cus- 
tomer-facing features for facilitating or- 
ders. But in terms of marketing savvy 
and the demonstrated ability to land 


| large customers, SpaceWorks wins. 


| Ironworks and Integrated 
pro- | 


Solutions 

Ironside Technologies Inc. 

Pleasanton, Calif. 
www.ironside.com 

lronside’s key differentiator is the ability 
to tightly integrate with midmarket back- 


good choice for enterprises already run- 


are | ning these applications, says Lenz. In 


| addition, he says, lronworks has a trans- 


lation layer that enables it to act as an in- 


pate in multiple electronic marketplaces. 


| Enfinity 
| Intershop Communications 
| San Francisco 


www.intershop.com 

Intershop has products on par with 
those from SpaceWorks and Ironside, 
says Lenz. The suite fits into multiple 


sumer sales to business-to-business 


| marketplaces. Intershop has blue-chip 


customers like Motorola Inc., Sony Corp. 
and Deutsche Telekom AG, and it pow- 
ers international sites selling in Europe 
and Asia. - Amy Helen Johnson 
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With Your 
Security Pros 


chief security officers. 


With the increased demand for 
I'l security professionals comes a 
call for more security skills certi- 
fications. Here’s a look at the top 
one and what it will do for your 
career. By Deborah Radcliff 


IRST 
Then 
And 
GCIA, 
CCFT. 
We're talking security certifi- 


ISACA 
CISSP. 
now there’s 
GCFA and 


CAME 
came 


cations here — dating back to | 


the 1980s, when the best gig 


in town was the Information | 
Control | 


Systems Audit and 


Association (ISACA). 

As the mainframe gave way 
to client/server computing, the 
Certification Information Sys- 
tems Security Professional 
(CISSP) was born. The CISSP 
is now the most common secu- 
rity certification sought by em- 
ployers looking for security 


managers, vice presidents and | 


But over the past six months, 
certifications 
started to specialize into sub- 


security have 
set areas, including firewalls, 
intrusion detection and com- 
puter investigative forensics. 

Such is the path Rob Paszko 
took — at least up to the CISSP 
level. 

Now, Paszko, an incident re- 
sponse and vulnerability man- 
ager at Du Pont Co. in Wilm- 
ington, Del., says he’s curious 
about the latest certifications. 

Paszko says the new certifi- 
cations are complementary to 


the coveted CISSP 


and general practitioners in 
information security depart- 


ments. I consider myself a gen- | 


eral practitioner,” he says. 


The CISSP, say Paszko and | 


others, falls more into the “se- 


curity generalist” category. The | 
high- | 
level proficiency or knowl- 


certification requires 


edge in everything from pub- 


lic-key infrastructures (PKI) to | 
| telecommunications security | 


to disaster recovery and physi- 


| cal security. 


The CISSP, which costs $450 | 


| to sit for the exam, has long 
| been a requirement for senior- 


level government security 


| practitioners. 


And for the past two years, | 
CISSP certifications have also | 
made top-level security pro- | 
| fessionals 
| ketable in the private sector, | 
says Tracy Lenzner of Lenzner | 


much more mar- 


and Associates, a security head- 


| hunting firm in Las Vegas. 


| Other Certifications 


because | 


they fill a need for hands-on | 


information security profes- 
sionals in specialty areas. 


“There will be specialists | 


With only 3,000 CISSP certi- | 
fication holders, generalized | 


CISSPs aren’t so easy to find, 
according to Lenzner. So in the 
interim, employers also con- 
sider other certifications, such 
as Redwood City, Calif.-based 
Check Point Software Tech- 


nologies Ltd.’s Firewall-l and | 


San Jose-based Cisco Systems 
Inc.’s Pix Firewall certifica- 
tions. They also look for Plano, 
Texas-based Entrust Technolo- 


gies Inc.’s PKI, along with non- | 


security certifications like 
Novell and Microsoft Certified 
Network Engineering (MCSE). 
This is the professional 
model 
Bank in Bridgeport, Conn. In 
May, Ed Gabrys, a senior sys- 
tems security specialist at the 
bank, took his CISSP exam at 
Dunedin, Fla.-based Interna- 
tional Information Systems 
Security Certification Consor- 
tium Inc., the nonprofit organi- 
zation behind the CISSP. 
Gabrys says that while an- 
250 questions 


swering was 


brutal, it didn’t take a rocket | 
| cialized certifications, particu- 


scientist to pass the exam. 
His background included 


some work in security assess- | 


ments, intrusion detection and 


antivirus protection, which 


Gabrys says he learned from a | 
Big Five consulting firm that | 
did such assessments for his | 


company. 
He says it was just a matter 
of book learning for the por- 
tions of the test where he did- 
n’t have hands-on experience. 


followed by People’s | 
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Resources 


www.isaca.org - The Infor- 
mation Systems Audit and Con- 
trol Association and Foundation 
www.isc2.org ~ \nternational 
Information Systems Security 
Certification Consortium Inc. 
www.sans.org - The SANS 
Institute’s course schedule for: 

GCIA - GIAC Certified 

Intrusion Detection Analyst 

GCFA - GIAC Certified 

Firewall Analyst 

GCIX - GIAC Certified Unix 

Analyst 

GENT - GIAC Certified NT 

Analyst 
www.htcn.org - The High 
Tech Crimes Network Certifica- 
tions include: 

CNSP - Certified Network 

Security Professional 

CCFT - Certified Computer 

Forensic Technician 

CCCI - Certified Computer 

Crime Investigator 

CCCP - Certified Computer 

Crime Prosecutor 

CCCA - Certified Computer 

Crime Attorney 

~- Deborah Radcliff | 


“My job is a broad mix now,” 
says Gabrys. He says the CISSP 
enabled him to move into his 
desired role as a security policy 
developer while leaving the de- 
tail work to a Certified Novell 
Engineer, an MCSE and a Cit- 
rix Systems Inc.-certified engi- 
neer (for Microsoft Corp.'s 
thin client). 


Filling in the Blanks 


But with security threats and 
solutions growing more com- 
plex, employers are seeing a 
need for hands-on workers to 
add specialty security certifi- 
cations to their training portfo- 
lios, says Lenzner and others. 

In the past five months, or- 
ganizations like the SANS In- 
stitute and the High Tech 
Crimes Network have started 
to offer such certifications. 

Paszko and Gabrys have fol- 
lowed the emergence of spe- 


larly for those hands-on work- 
ers in their information securi- 
ty departments. 

“If you need to be very fo- 
cused in intrusion detection, a 
SANS course on [intrusion de- 
tection systems] is a good 
place to go,” says Gabrys. “But 
if you want to tell an employer, 
‘I have a particular baseline of 
security knowledge,’ the CISSP 
is a good way to go.” D 
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Director of Information Technology 
City of Oakland, California 
(Salary range: $116,512 — $143,043) 


As a member of the City's management team, the new Director will have 
the opp ity to move Oakland forward nological advances 
that will establish it as the m« ort ste nology in the f 

Serving as the primary adv e/she will guide 

y and overall pertorrr 
al applica 

gy ov annual budget of $ 
ees. The Office of Informati nology (O!T) is responsible for 
telecommunications services, business applications, Internet presence 
and the technical infrastructure that supports these services 


Requirements for th on include a bachelor’s degree from an ac 
credited college 1 computer science, information systems 
management, t 
engineering or related field. Possession of a master’s degree is high 
ly desirable. The ssful candidate will have five years of prc 
sively responsible management/supervisory experience in the field 
within the private or public sector. Qualified individuals should sut 

a statement of interest, current salary and resume 


Later Than September 20, 2000 to 


Ms. Teri Black or Mr. Jerry Oldani 
THE OLDAN! GROUP 
188-106th Avenue NE, Suite 420 
Bellevue, Washington 98004 
Phone: 425.451.3938/Fax: 425.453.6786 
E-mail: searches @ theoldanigroup.cor 
http://www. theoldanigroup.com 


management, telecommunications, electrical 
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Mall live*up to 20 gallons away. 
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If working wi 
2 Enterprise Edition 


schnologies like UNIX, Java 


you wild, then you ( 
enthusiasm to NEBS, a leader 
looking to add | 
growing team of top tale 
as well aS our soon {0 


Southern Massachusetts, P, 


By developing systems that 
business capabilities to over 2.5 
the US, UK, ( 


behind our business. 


Ja and France. 


© Wes/JavaA DEVELOPE! 
Jos Cope: N112 


> Jos Cope: N212 


© ORACLE 
Jos Cope: N4 


At NEBS, we believe in 
opportunity to meet the challenge of next generation direct 
marketing services with advanced technology, superior 
training, a commitment to achieving a true work/life 

balance, and a highly competitive 

compensation/benefits package. Please 

send your resume, referencing Job Code in 

the Subject Line, to our corporate head- 

quarters in Groton. Email: hr@nebs.com; 

Mail: NEBS,500 Main St., Groton, MA 

01471; Fax: (978) 449-3841. 


‘ 
| At NEBS, our success is built on diversity: equal opportunity employer. 


www.nebs.com 
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Wow!!! What a great site. I used this 


THE WORLD OF 


site to announce my availability and 


WorK IS CHANGING 


within two weeks was working at 


neni making 
more money 
and closer 
to home!!! >? 


EVERY WEEK. 
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Hey, C++ Engineer / Java Developer, 
have you heard about Digineer? 
What's Vigineer? 


Think about a réally cool job with lots of cool toys, and you have 
Digineer.. innovative developers of vertical portals, eSolutions, 
and web-enabled applications. We are a 150+ (and counting) 
crew of top-notch IT professionals dedicated to further strides 
in the eHealthcare industry. All the while traversing between the 
best of both worlds: small company feel and attitude, big 
company benefits and perks. As a Digineer team member, 

you'll enjoy a casual, fun, and laid-back environment. Work 

hard and play hard in the first building of our new 15-acre 
campus scheduled for completion soon. 


Specific requirements: 


N Window 


t our Web 
Lisa Kaminski, Talent Scout 
Digineer, Inc. 

8118 Corporate Way 

Mason, OH 45040 

Fax: 513-336-7623 


digineer 


ww.dice.com 


LHL 


igh tech jobs online 


Business Analysts with experience in designing and implementation of 
turnkey systems 

Additional skill sets sought 

LANGUAGES: Java, Serviet, JDBC, ASP, DHTML, HTML, XML, J 
Script, PERL, COBOL, C, C + +, CGI Script 

Visual Basic 

APPLICATIONS TOOLS: Broad 

IDE: Visual Café, Jbuilder is! 

RDBMS: Oracle, Developer 20( 

Operating Systems: U N 
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LUCKILY, WE ARE Too! 
For the most up to date 
opportunities and coverage, 


stay tuned in with us. 
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1-800-762-2977 
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Senior Information Systems 


Auditor Why Do The Best People 
Like To Work For Us? 
Well, for numbers of reasons. 


¢ Excellent Compensation 
¢ Great Benefits 
¢ Positive Atmosphere 


¢ Great Place To Live 


your reé ne and salary history 
to: Comerica Incorporated, De- 
partment SCS, Box 75000. 
Detroit MI 48275-3119 
Fax: (313) 964-3476; E-mail 
sylvia_d_carter-smith@com- 
erica.com 


PE I stock options. ( 
vhat the best people do. Interested candidates 
should submit all resumes with Source Code FCOW 

to: American General Finance, P.O. Box 3837, 
Scranton, PA 18505-0837, Fax: (888) 267-6060, 
E-mail: AGFinance@alexus.com. Visit us at 
www.AGFinance.com [qual Op; nity Employer 


WHERE THE 


scenalsteing kcoweron| | Scnerf0 tagcat py! and saamodsun. mpm This is one e-marketing expert who can 
softocinonaesatearpaxe| | Sones pale cuter erwonenten OS patems ning IN really bring home the bacon. 


Of course, we're talking about the kind of bacon you can make 
for yourself and for your clients when you build a career at 
coolsavings.com. After all, we're a leading provider of online direct 
marketing services that help advertisers build one-to-one customer 
relationships. Through our consumer savings web site, advertisers can 
target more than 9 million registered shoppers with promotional 
incentives like e-mail, coupons and product samples. And now we're 
offering you a few incentives of our own. Find out more about an 
Sa ba ' nciples st Oracle exciting career at coolsavings.com today! 
me vensrnesate| | Oracle Enter tabase Web Developers 
L 60606. e prep 1 leccaumramannree Internet Applications Project Managers 
DBAs 
ill-time Developer in ( 


a ncsnnaggnooce wet foe We offer a competitive salary and comprehensive benefits package. 
development P. support: superviee || : nanan ee For immediate consideration, please apply online at: 


LE, De-| [Bee +, MS-SQ database for , proce ig apply.coolsavings.com and indicate code ITMF1. 


Visit our website at www.coolsavings.com. 
ea 


Send resume & s t ide ext acle e 
Blockbuster Inc e syste: aU NM ars de P : 
Recruiter, 1201 Elm Dallas ree 1 Ss of € will c coo sa‘ 4 n (eae 
TX 75270 or email it to u: ept a Bachelor's degre r e 
careers@blockbuster.com foreign equiv. plus 5 yr FO: 
REF# ISM002N gressive exp. Salary: $7 a> 7" a ‘ 
Blockbuster promotes moke Send resume to Teri Allen AY a 4 i en S oO 

free and drug-free ronment marchFIRST, Inc., 311 S. Wack 

and is an equal opportunity em er( Suite 3500, Chicago, IL 


Ste. 3S, Chicago, IL 60622 ployer 
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Ecommerce/CRM Consultants 


Where do consultants find solutions for their careers? 


Ecommer¢ 


CRM (Customer Relationship Management) Consultants. The technol 


FORTUNE Visit our website at: www.us.deloitte.com 
100 ™ 


COMP ANIE 
ern FOR I) tte & Tou 


Lous 


the answer is Deloitte 
& Touche 


2000 De Loitte & Touche LLP and Deloitte & Touche Consulting Group LLC. 
Deloitte&Touche refers toDeloitte & Touche LLP, 
Deloitte & Touche Consulting Group and related entities. 


SYSTEMS ENGINEER 








Pump & Valve Mfg Co, 9217 


Summer Bell Lane 


Houston, TX 77074 


fp careers.com Bech ae a ome or 
espond to: HR Dept > eC * 
peinen, The Chetenaa| | c| UTIs 
Gro Inc., 845 Larch Ave er 12 


Elmhurst, IL 60126 


vind nical 
| Database Analyst 








IT careers and 
{Tcareers.com 
reach more than 
2/3 of all US IT 
workers every 
week. If you 
need to hire top 
talent, start by 


hiring us. 


Call your 


IT careers Sales 





Representative or 
Janis Crowley at 


1-800-762-2977. 
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(multiple openings) wanted "samen auater Sub: Systems Analyst | & I! 
Electronic Direct fist tal Services seeking candidates with cor enpedenc Salary: Analyst |: $3936 - $4696/mo 
por ee Pair esbasrmssmees nos nea ee a tk Analyst Il: $4845 - $5777/mo . 
Sci ther ee ence. Ca : ; have a BS (or foreign equivalent Be a part of the City of Sar Dept. of 
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SCS America (BrightStar) is ke TAL | 
searching for SAP analysts 
with the following 
requirements: SAP experi- 
ence in Fl, CO, AM, PS, HR 
SD, MM, WM, PP, QM, SM 
Basis or Abap/4. Also 
looking for Business 
Analysts and J.D. Edwards 
Functional Consultants 
Positions available 
throughout the U.S 
Extensive travel and 
possible relocation involved. 
Send resumes to 
BrightStar IT Group 
950 Tower Lane, Suite #1750 

Foster City, CA 94404 


or e-mail to 
resumes@brightstar.com 


Guryanyg 


Kunming 
—— —T—— » 


www.ci.sanmateo.ca.us 
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A STATE OF THE ART 


TECHNOLOGY ENVIRONMENT 


LTT CAREERS 


Set Your Sights On 
The World’s Best Talent. 


Be with ITcareers this year as we 





continue to partner with Women 


In Technology on 





conference coverage and exhibit 


space 


WITI East Coast Technology 
Conference 
Boston, MA October 11-12 


The J. Paul Getty Trust 


WEB SYSTEMS ADMINISTRATOR - UNIX 
NETWORK/SERVER OPERATIONS TECHNICIAN 





Your advertising in our WIT]1 
FASTTRACK Supplements 

will reach women readers 

ol NetworkWorld, ClO 
Computerworld and InfoWorld 
when their interest in career oppot 


tunities is highest 
Find out more. call 


or Janis Crowley 
1-800-762-2977 








NT WEB SERVER ADMINISTRATOR 
PROJECT MANAGER - APPLICATIONS 
PROJECT MANAGER - OUTSOURCING 

IT TRAINING MANAGER 

TRAINING AND PUBLICATIONS SPECIALIST 
SOFTWARE ARCHITECT 

WEB ANALYST 

ASSET MANAGEMENT 

ADMINISTRATOR 


www.getty.edu 
ifiallos@getty.edu 


TS BE ae a 


Trusted by more hiring managers than 
any IT space in the world. 
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You can find a 


better 
JOB 


with one hand tied 


behind your back. 


Just point your mouse to the 
world’s best 


IT careers site. 


Brought to 
you by 
Computerworld, InfoWorld 


and Network World. 


Find out more 
Call your 
I[Tcareers Sales Representative 
or Janis Crowley 


1-800-762-2977 
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get better 








SOFTWARE ENGINEER tc 
design, develop, test, implement 
and maintain internev/intranet 
application software using ob 
ject-oriented programming 
C/C++ Visual Basic, Visual C+ 
Java, Javascript, Perl, Shell 
»cket programr 
MS and MS Acces 
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SOFTWARE 
ENGINEERS 


needed to analyze 
design and develop 
applications software 
system interfaces and 
relational databases for 
SAP and Oracle 
Windows NT and UNIX 
platforms. Maste 
required in Math 
Computers, Engineering 
or any other related 
field of study, plus 6 
months of experience 
Must have proof of legal 
authority to work in the 
US 

Salary: $67,000/year for 
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Interested applicants 
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| Opportunity Employer 
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CHIEF PROGRAMMER 
Object-Oriented Investment 
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Computer Aided Decisions. 
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Amazon.com 
Seattle, WA 


Java skills are fueling many projects at 
Amazon.com, from software used to manage the 
business to enabling Amazon.com's newest 
offering buy/sell exc hanges ‘We are using 
software to do things that have never been done 
before,” explains Al Vermeulen, director of platform 
services. “Almost as exciting as the projects is the 
speed at which we run — we spend just a few 
months on every project because we have to get it 


up and working 


Vermeulen is looking for people with language and 

design skills. “Most important, we are looking for 
ar ‘ 

people who continuously learn and who have the 

ability to deliver,” he says. “We need that passion 

for getting something done that accomplishes a 


business goal 


The business views its one limiting factor as its 
ability to build software quickly. “That means 
We empower 


people,” says Vermeulen 


developers with tools, and they have to take off 


We believe the pace and the absolute technology 
edge of what we are doing are key to attracting 
people,” adds Vermeulen. “We also know the 
biggest reason people stay here is because of the 
people who are here. Throughout Amazon.com, you 
have the opportunity to work with smart people. We 
are building an ownership culture, based on owning 
stock, but also on acting and feeling like an owner 


The company isnta third person, it's us 
Vermeulen admits there’s another reason he joined 
Amazon.com. “We are part of history in what we 


are doing here,” he says. “Amazon.com has driven 
what e-commerce is becoming. In 10 years, we'll 
be able to look back, ask ourselves how did we do 
that, and then know that we were part of creating 


something entirely new 


CoolSavings.com 
Chicago, IL 


CoolSavings has a simple business model — bring 


together consumers interested in saving with 
advertisers who offer discounts. The advertisers pay to 
participate on CoolSavings.com with targeted savings 


offers to CoolSavings’ more than 8.7 million members 


Keeping up with growth has been one of our 
biggest challenges,” says Joe Henson, manager of 
development. “It's a good problem to have - sifting 
through new opportunities and nailing down those 
that have the best opportunity and determining 


what is required to make them happen.’ 


prominence as the hottest of the hot skills in a flaming market for talentey 


The result is a software-intense business that needs 
senior developers, database administrators, web 
developers and back-end scripting. “We use Java to 
handle some of our business logic, and we 
primarily use active server pages,” explains 
Henson. “We need people who show their 
communication skills, can work with the end-users 
and develop relationships that transform fuzzy logic 


into ac tual requirements 


CoolSavings plans to add 50 percent growth to the 
IT organization this year. New employees begin as 
members of a swat team. “You'll handle everything 
from bug fixes to new features that need to go up 
quickly. You'll develop, maintain and support the 


site to gain learning about it. There’s just no other 


way to learn,” says Henson. “Then you get to pick 


what you want to work on — short or long-term 
projects, the swat team or back-end. You can 
specialize or move from area to area 

We're a standard dot-com - the work is fast-paced 


and challenging,” says Henson. “We adapt new 
technologies readily. Most of all, we have fun. We 
want people to be able to look forward to coming 


to work 


Deloitte Touche 
Chicago, IL 


As e-business shifts into a core position for the 
Deloitte Touche firm, Java and Java Script 
capabilities are critical. “The basis for a majority of 
the e-commerce and e-business development projects 
we are working with and will be working with are 


based on Java and JavaScript technologies,” says 


Aeople. 


Christopher Landry, recruiter for Deloitte Touche 
We need people who are proficient in these base 
skills and who can be trained in other technologies 

that we deliver to our clients, such as Ironworks 


SalesLogix and SpaceWorks 


Deloitte Touche works primarily with companies in 
manufacturing. distribution, public sector, not-for- 
profit, real estate, financial services and high tech 
‘Typically you would be working on e-business 
strategy and development engagements, as well as 
e-business package implementations,” Landry 
explains. The firm also works with clients to integrate 
legacy systems with new e-commerce systems, as 
well as personalization of systems, customer 


relationship management and EAI applications 


Landry looks on resumes for a long list of 
technologies in application development, database 
development and infrastructure and design. “We 
look for languages such as Visual Basic, Java, C++ 
and active server pages,” Landry says. “In addition 
to NT and UNIX, we also look for experience with 
infrastructure systems ranging from Domino to Cisco 
to Bay Networks.” The firm partners with several 
system providers, including Siebel, SalesLogix 


JD Edwards and Lawson 


‘There are several very good reasons to join 
Deloitte Touche,” Landry says. “Our solution 
practice is growing at 30 to 40 percent annually. 
Our target market, mid-market growth companies, 
will afford you the best opportunity to grow quickly 
and work with cutting-edge technologies. And 
Deloitte Touche is continually listed in Fortune 
Magazine's professional services sector of ‘100 
Best Places to Work for in America.’” 





Digineer, Inc. 
Mason, OH 


More than half the software developed by Digineer 
Inc. is a direct link to patients receiving healthcare 
We are focused on clinical applications and the 
care side of the operation,” explains Jeff Amfahr 


vice president/chief technology officer for Digineer 


The company, located just north of Cincinnati 
recently completed a fully integrated, online system 


to run the Gl clinic at Mayo Clinic in Rochester 


MN. “The clinic sees several hundred patients every 


day, and the medical histories and images are now 
available online and as needed instead of by 
physically retrieving a medical file,” explains 
Amfahr. The majority of projects developed by 
Digineer depend on Java and Java Beans 
‘These are white canvas systems,” adds Amfahr 
Right now we are developing a diabetes 
management system. The projects involve software 
but also complex medical issues. The systems have 


ople who have led 


to be perfect.” Amfahr seeks 
projects or parts of projects, who have worked in 
teams on development, and who have experience 


documenting their work 


We keep people at Digineer because we do 


custom development,” he says. “There’s some 


project all the time, not just upgrades. Plus, it’s 
emotionally satisfying. What we do helps people 


and that's nice to know 


iXL, Inc. 
San Francisco, CA 
iXL is in the business of e We | 


companies move from where they are today - 


transformation 


whether they are bricks and mortar or a brand new 


Startup — into the new economy explains Steve 
Gee, vice president of technology for iXL. “While 
most people think of the new economy as Internet 
driven, we think of companies transforming the way 
they do business by building world-class sites 
through the fusion of strategy, back-end technology 
creative design and marketing 
iXL works with a variety of clier including Virgin 
Atlantic, Delta Air Lines, General Electric and 
several startup dot-coms. iXL did the HTML design 
and graphic layout through back-end technology 
integration for Delta Air Lines’ web site. Virgin 
Atlantic called upon the company to develop its 
entire Internet capability, including online ticket 


bookings and communicating with frequent flyers 


We need people with one to three years Java 
experience, although we do hire some recent 
college graduates with computer science or 
engineering degrees,” says Gee 


iXl places a strong emphasis ther 
competencies — whether you can work on a team for 
instance. It also helps to have experience with the 
entire development life cycle so you can appreciate 
the need to define business requirement 
architecture, design, coding and coding standards 


reusable components and quality assurance 


At iXL’s San Francisco location, turnover of personnel 


is low for this industry, with no voluntary losses ir 


the past four months. “There are a lot of secrets to 


keeping talented people >r example 


says Gee 
we know that the nature of bi ineer is that 
you want to keep on learning. The >, we 

leverage our industry-leading y alliance 


partner program, allowing ) access to the 


best technologies. We have pment labs where 
y can get on, play with 1 many of the 


new and emerging techno 


iXL also offers a 4X4 Engineerinc 


leverages the variety of our projects and the type of 


Owship 


company we are,” expiains ¢ c the 


different naustries 


opportunity to work in fo 


using four different technologies during your firs 


two years. It’s ideal for those who want and need 
diversity. Afterward, some will > to specialize 
and immerse deeply into a technology or industry 
while others will wani to continu earn new 
technologies and industries. Here you have the 


freedom encouragement and su rt to go beyond 


your perceived limits. We want you to be the best 


engineer you can possibly be 


Synapta 
Palo Alto, CA 


Bringing dot-coms to life is Synapta 


ad and 
butter. Since 1994, the company has played a 
critical role in building the techno shind some 
of the Internet’s most 


DoDots, zipRealty.com and + 


Typically, we’re approached by one or two 
individuals armed with an idea,” explains Tiffaney 
Dickey, Synapta’s manager of human resources 

Seed-stage entrepreneurs turr 
develop the core techn s Internet 
startups to life. Synapta stands out because you 
don't need millions to start working with us. But 
you do need a viable business model and a 
capable management team,” she cautions 
ngagements at Synapta usually range from 


Er 
$150,000 to $300,000 


zipRealty com isa prime exampie of a successful 

Synapia startup,” Dickey states. “The online realty 
service came to Synapta with a rock-solid business 
proposition and seed stage funding. zipRealty.com 
aimed to launch a site that would allow people to 

buy and sell homes on the Web. We worked 


nternal techno 


losely with their 
implement the company’s wir 

solution in only eight weeks 

home sale over the Web just six weeks 


launch 


aunc says Dickey. “When zipRe 
ready to develop their o 


helped transition them ef 


Synapta helps startup clients by providing them v 
technology strategy, application development 
site management services. “Synapta foc 
building the technological fot 
company, allowing the four 
build partnerships, and search for funding,” says 
Dickey. “In addition to buildi 1 implementing 
ven technology strategy for its s 
helps reduce the risks 
creating e-businesses 
ore member of its client's 
presenting to potential investors 


Synpata helps its roster of start 


funding necessary to get to market ray 


ckey says Synapta is 
creative members of teams u 
technologies such as EJB anc 
hire one out of every five c 
lot of time getting to know the people applying to 
work here because it’s important that th 


only a technical fit, but also that tt 

they will enjoy and stay. Synapta 

who thrive in a fast-paced environme 

stellar Internet software skills 

developers and peopie who 
itching Web sites — th 

the infrastructure 


Pp 


Froject management ts also very 


adds, because “what takes us 

may take six months at a 

At Synapta, our engineers have an 
immerse themselves in 

every six to eight weeks, keeping ther 


and engaged 
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Once Strong, Lucent 
Now Trails Rivals 


Cisco, Nortel dominate 
healthy network market 


BY MEGHAN HOLOHAN 
r A TIME when its com- 
petitors are racking up 
impressive gains, onetime 
networking wonder Lu- 
cent Technolo- 

gies Inc. [NYSE:LU] has suf- 

fered management shake-ups, 
unstable stock prices and low- 
er-than-expected revenue. 
Last week, the president of Lucent’s 
optical networks division and the CEO 
of its service provider networks group 

both left the company. Murray Hill, N,J.- 

that it 


‘ 
INDUSTRY 
1 
| 
ALMANAC 


based Lucent has announced 
won't fill the former position. 
Meanwhile, rival Cisco Systems Inc. 


Left Behind 


Lucent’s stock price has declined this 
year; competitors Cisco and Nortel 
have fared better on Wall Street 

@= CISCO SYSTEMS 


NORTEL NETWORKS 


@= LUCENT TECHNOLOGIES 


Feb. 7 


April 17 duly 10 


[NASDAQ:CSCO] last week reported 
that net income for its fourth quarter 
ended July 29 was up 69% from the 
same quarter a year earlier, and Nortel 
Networks Corp. [NYSE:NT] has been 
making deals with companies to pro- 
vide telecommunications support in 
foreign markets. 

For the past month, Lucent’s stock 
price has been bouncing between $40 
and $60 per share — far from 
the $84 per share it hit in De- 
cember. 

Jim Slaby, an analyst at Giga 
Information Group Inc. in 
Cambridge, Mass., says he has been ex- 
pecting some turmoil within Lucent’s 
management ranks. 

“Lucent looked promising a couple of 
years ago, and now it’s facing its first fi- 
nancial troubles,” he says. 

Competitors like San Jose-based Cis- 
co and Brampton, Ontario-based Nortel 
have pulled ahead of Lucent in market 
share, and Lucent has failed to mount 
an effective marketing offensive to keep 
up, Slaby says. 

Lucent’s attempts at innovative net- 
working products have not been well 
received by the market, and the compa- 
ny hasn’t been as successful in absorb- 
ing new technology from start-up com- 
panies as Cisco and Nortel have, says 
Nikos Theodosopoulos, managing di- 
rector at UBS Warburg in New York 

“Nortel made a bold move into opti- 
cal and high-speed optical, and they’ve 
timed it perfectly because that has been 
where we’ve seen market spending,” 
says David Toung, a senior analyst at 
Argus Research Corp. in New York. 

Cisco dominates the high-end corpo- 
rate market, which is helping it to cre- 
ate inroads to the service provider mar- 
ket, according to Theodosopoulos. D 
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NEWS — 


Federal Ruling May 
Impact lemp Hiring 


Decision could affect IT staffing strategies 


BY JULEKHA DASH 
FEDERAL LABOR 
decision due out 
later this month 
could force com- 
panies that em- 

ploy temporary information 

technology workers to change 
their staffing strategies. 

The U.S. National Labor Re- 
lations Board (NLRB), a feder- 
al agency that administers rela 
tions between employers and 
unions, has been considering 
the question 
without result, but it might 
make a decision soon to avoid 
confusion following turnover 


for four years 


of some board members later 
this month, observers said. 

If a bill introduced several 
weeks ago passes, employers 
wouldn’t be allowed to deny 


Continued from page ! 


Verizon 


bargaining. Unions need to re- 
define themselves in order to 
survive among a mobile work- 
force with different attitudes, 
he said. 

For example, they need to 
find a way to appeal to the 
mind-set that 
technology workers typically 
have. Web designers and sys 
tems administrators are liber- 
tarians at heart, according to 
Harris Miller, president of the 


information 


Information Technology Asso- 
ciation of America, an Arling- 
ton, Va.-based trade 
tion for the U.S. IT industry. 
“They don’t want guaran- 


associa- 


teed job protection,” he said. 
“They want flexibility to leave 
for more and to 
make out like a bandit when 
the company goes public. They 
don’t want to be paid based on 


money 


seniority; they want to be paid 
more than the person sitting 
the next desk over if they’re 


benefits to workers simply be- 
they temps. Ob- 
servers said the bill is unlikely 


cause are 
to go through this year because 
Congress is currently in recess, 
and once lawmakers return to 
Capitol Hill, they will 
only a few weeks to deal with 
matters before the 
presidential election in the fall. 

As employers’ use of temps 


have 


routine 


comes under scrutiny, labor 
experts said employers may 
have less flexibility in their 
staffing and find 
fewer economic benefits from 
hiring temporary workers. 

“It’s highly likely that the 
NLRB will overturn” the so- 
called Greenhoot Rule, which 


strategies 


bars temps from joining unions 
without obtaining permission 
from the staffing agency and 


putting in more hours.” 

And in today’s hot 
economy and tight job 
market, it that 
they’re getting what 
they ask for. 

“They 
clout, 


seems 


have more 

and 
perks,” said Kazin Isfa- 
hani, an analyst at Giga 
Information Group Inc 
in Stamford, Conn. 


“There isn’t a need fora 


freedom 


union.” 

Not said CWA 
spokesman Steve Early. 

“The wonderful jobs 
in the New Economy 
are lacking several in- 
gredients,” he 
High-tech 


so, 


said. 
workers 
need to have a say in 
their 


grievance 


conditions, 
and 
ways to negotiate with man- 


working 
procedures 


agement in rapidly changing 
environments, he said. 

But Jim Hossack, an analyst 
at AutoPacific Inc. in Tustin, 
Calif., said he doubts unions 
will make much headway in 
the high-tech industry due to 


the company that hired them, 
according to John Raudabaugh, 
a Chicago-based labor attor- 
ney and former NLRB mem- 
ber. If temps join union ranks 
and demand higher wages, em- 
ployers may turn over such 
workers more quickly, class 
others as semipermanent or 
use other tactics to avoid mak 
ing temps permanent, he said. 

According to the American 
Staffing Association (ASA) in 
Alexandria, Va., technology po- 
sitions accounted for about 11% 
of the payroll for all temporary 
positions in 1998, though such 
workers represent little more 
than 2% of the workforce. 


Opportunity for Unions 
Marcus 
founder of the 


Courtney, co- 
Seattle-based 
Washington Alliance of ‘Tech- 
nology Workers (WashTech), 
said if the NLRB overturns the 


the entrenched differences in 
the operations of traditional 
and high-tech industries. 

“If demand for a product 
high-tech 
panies just stop making it,” 
said Hossack. “But union con- 


goes down, com- 


tracts [with auto manufactur- 
ers] can demand 95% of work- 


er’s take-home pay even if 


ORGANIZED LABOR hopes to renew itself by recruit- 
ing high-tech members, like these Verizon workers 


Greenhoot decision, 
could provide unions an “op- 
portunity to organize in a way 
they never had before,” partic- 
ularly in cases where employ- 
temporary full- 
time union employees to per 
form work. Wash- 


temps 


ers use and 


the same 


Tech organized on behalf of 


Microsoft 
stock 
options from the company. 


“permatemps” at 
Corp., who demanded 

Edward Lenz, general coun- 
sel at the ASA, said that since 
high-tech workers are typically 
better compensated than other 
types of temps, they have few 
er incentives to join unions. 
But Courtney said he believes 
unions would be able to able to 
respond more effectively dur- 
ing high-profile labor disputes 

Nancy Andersen, a Beverly 
Hills, Calif.-based Web devel 
oper who is working on a 
six-month project at Country- 
wide Securities Corp., said she 
might be interested in joining a 
union if it addressed unem- 
ployment compensation. Tem 
] 


workers can’t collect 


unemployment and often have 


porary 


no recourse if they are sudden 
ly terminated, she said 


demand goes down.” 

AFI 
CIO spokeswoman 
Lane Windham, the 
Verizon strike is part 


According to 


of a general effort on 
the part of unions to 
adapt to the New 
Economy. 
“Tust as 
lots of start-up compa 
nies, there are lots of 
start-up 
said. 
These unions often 
take nontraditional 
forms. For example, 
AFL-CIO-affiliated 
Working Partnership 
is a kind of nonprofit 
temp agency 
by Silicon Valley's 


there are 


unions,” she 


formed 


high-tech workers. 

If the Verizon union mem- 
bers succeed in unionizing the 
company’s broadband and 
wireless divisions, it could in- 
spire workers in other compa- 
nies, according to Daniel Corn- 
field, chairman of sociology 
at Vanderbilt University in 
Nashville. 


Temp Time Line: 


National Labor Relations 
Board will decide whether 
temporary employees can 
join unions without obtain- 
ing permission from the 
staffing agency and compa- 
ny where they are working. 


Sen. Edward M. Kennedy 
(D-Mass.) and Rep. Robert 
E. Andrews (D-New Jersey) 
introduce federal legislation 
that would extend the rights 
of permatemps. 


The U.S. Supreme Court re- 
jects Microsoft's appeal of a 
lower court’s ruling that or- 
dered the company to grant 
stock options to eraployees 
working at least five months 
in a twelve-month period. 


Raudabaugh said employers 


that have unionized 


groups 


need to be cautious about 
whether they want to expand 
the size of their union with 
temp workers doing the same 


work as full-time employees. D 


Old Economy unions such as 
the United Auto Workers 
(UAW) are moving into non- 
traditional union sectors: Last 
year, the 3,000-member Graph- 
ics Artists Guild joined up. The 
union also 
418, 000 


represents some 


state employees and 
service, technical and graduate 
student employees at more 
than 20 colleges and universi- 
ties, as well as the 5,000-mem- 
National Writers Union. 
Analysts say UAW now has its 


sights set on high-tech workers 


ber 


within its automotive strong- 
hold. 

“The automakers are mov- 
ing away from just selling met- 
al and want to get incremental 
revenue from_ technology- 
based products, like telematics 
[in-vehicle communications],” 
said Thilo Koslowski, an auto- 
motive analyst at Gartner 
Group Inc. in Stamford, Conn 
“The 
and they want membership in 


high-tech.” D 


unions recognize this 


Reporter Lee ¢ opeta na 


tributed to this report 


© wwe 
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S/FRANKLY SPEAKING 


Web vigilantes 


AYBE THE WILD, WILD WEB hasn’t become so tame 


after all. Last week, a federal judge refused to force 
an antispam group called MAPS to lift its blockade 


against mass e-mail from Harris Interactive (yes, the 


people who do the Harris Poll). Let’s be clear here: 
Mail Abuse Prevention System (MAPS) is a vigilante group. It has 
no government mandate to block spam. Those who subscribe to 
MAPS’ Realtime Blackhole List of spam sources whose mail won’t 
go through — including Microsoft’s Hotmail and America Online 


— do so voluntarily. And accused spammers 
like Harris believe MAPS acts as judge, jury and 
executioner — just like a vigilance committee 
in the Old West. 

And let’s be clear about something else: 
Though Harris may think MAPS is a gang of 
outlaws, U.S. District Court Judge David G. 
Larimer doesn’t agree. Larimer turned down 
Harris’ request for a restraining order to stop 
MAPS from “blackholing” Harris’ e-mail until 
the company’s lawsuit against 
MAPS comes to trial. The judge 
could have issued that order if he 
thought Harris was right. 

Yes, vigilantes are out there. 

These aren’t anonymous crackers 
vandalizing Web sites they don’t 
like. But they’re also not govern- 
ment bureaucrats enforcing the 
law. They’re something in be- 
tween the two. 

And if you tangle with them, 
don’t mistake their lack of gov- 
ernment authority for a shortage 
of power. 

You're a legitimate organiza- 
tion? So are they. You're just try- 
ing to do business? They’re just 
exercising their rights to opt out. 
You've got rights? So do they — 
and they’ll take direct action to 
defend them. 

MAPS, for example, maintains 
lists of Internet addresses that 
spam comes from. E-mail ser- 
vices and Internet service 
providers use those lists to block 
spam. If your company’s IP ad- 
dress is on the list, its e-mail 
won't arrive at those mailboxes. 

In an e-business world, that’s power. 

And MAPS isn’t alone. Antismut and security 
software vendors can add your name to their 
lists, too. Sometimes it isn’t even your name, 
but a word on your Web site or the technology 
you use. No matter — if you’re blocked, you’re 
blocked. 


What if 
you do 
run afoul 
of the 
vigilantes? 


Can they do that? The legal answer to that 
question will come in a Rochester, N-Y., court- 
room in the coming months. The practical an- 
swer is yes; they can and do. No one forces 
their subscribers to participate. And those sub- 
scribers can bail out at any time if they decide 
they don’t want spam or Web sites or other In- 
ternet technologies blocked. They’ve joined the 
vigilance committee, too. 

What if you do run afoul of the vigilantes? 
These aren’t lynch mobs. The 
first step is to talk with them. 
Maybe someone's violating your 
e-mail policy. Maybe you're us- 
ing a technology they view as a 
security or privacy problem. 
Maybe there’s a work-around. 

Or maybe they’ve already 
talked to someone at your com- 
pany who didn’t take the matter 
seriously. Yes, take it seriously. 
This isn’t simply a nuisance, and 
it won't go away. Kick it upstairs 
if necessary — and certainly be- 
fore you start snarling at them 
about lawsuits. That’s a decision 
for IT to make — and it’s one 
you really don’t want to be mak- 
ing anyway. 

Someday, we'll all know a lot 
more about what’s legal, usual 
and appropriate in e-business. A 
few more generations of laws 
will be passed, and a few more 
generations of lawsuits will set- 
tle most of the questions. 

But for now, there are vigi- 
lantes, and they’ll enforce their 
rights themselves — not waiting 
for judges, politicians and the other trappings 
of civilization. Because the Internet territory 
really is still a frontier. 

And the Web is still pretty wild after all. D 


Hayes, Computerworld’s staff columnist, has cov- 
ered IT for more than 20 years. His e-mail address is 


frank_hayes@computerworld.com. 





NEW IT DIRECTOR bans 
homegrown software develop- 
ment to cut maintenance costs 
But there's no budget for off-the- 
shelf software either. So when 
an exec in Finance wants 
changes to some homegrown 
weekly reports, the IT director 
tells a programmer pilot fish to 
make the changes, “but don’t 
write any software. Get it done 
some other way.” 


FINANCIAL INSTITUTION 
hires a PC consultant pilot fish to 
implement enterprise backup 
software. If you can’t handle this, 
the MIS veep hints, you better 
start looking for work elsewhere. 
The fish scopes out the job and 
discovers it’s impossible - the 
software the company selected 
is incompatible with the compa- 
ny's frame-relay network. He 
files a report explaining the prob- 
lem. The boss’s response: “Don't 
be so negative.” 


NETWORK ADMIN PILOT 
FISH gets tired of hearing his 
wife grumble about the custom 
health care software she uses at 
work: error messages, crashes 
the works. He suggests she do a 
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little networking of her own - get 
her boss to call the IT depart- 
ment and use his inside connec- 
tion to get help fast. She does. 
And that fast helpful answer? 
‘Don't shut the thing down, and 
you won't keep getting the error 
messages as you boot up.” 


GLOBAL ERP PROJECT 
MANAGER gathers the troops 
for the project kickoff speech 
He's got three years to roll out 
the package or he’s fired, this in- 
sider pilot fish reports. And if 
that happens, he warns, there 
will be a lot of people fired ahead 
of him. “Nothing like a rallying 
cry for the troops,” says the fish. 


An architect trying to impress a 
client recommends nothing but 
small monitors for a new build- 
ing’s computers. “On a larger 
screen, the mouse cursor has 
further to go, and that takes 
more time,” he says. Yeeeeah 
Send your large, easy-to-read 
true tales of IT to sharky@ 
computerworld.com. You get 
a sharp Shark shirt if your story 
sees print - or if it turns up in the 
daily feed at computerworld. 
com/sharky. 





The 5th Wave : 


a. 


Wi 


“Oh, that's Jack's area for jis paper crafts 


He's made some wonderful US Treasury 
Bonds, Certificates of Deposit, $20’, *50's, 
$100's, that sort of thing." 


E-mail richtennant@theSthwave.com 
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That's the software 


TTY 


IBM Content Manager can help you integrate, leverage and share docu- 

ments and computer-generated reports across your enterprise and beyond — 
turning content as varied as invoices and correspondence into instant assets in the digital economy. 
See how at ibm.com/software/soul/cm5S 


IBM, the e-business ‘ogo and Software is the soul of e-business. are trademarks of International Business Machines Corporation in the United States and/or other countries. 2000 IBM Corp. Ail rights reserved 
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